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Nine Domestic Fire 
Companies Handling 
Insurance In Mexico 





Withdrawal of Foreign Insurers Has 
Left Republic Without 
Adequate Facilities 


QUTSIDE MARKETS NEEDED 


Foreign Interests Expected To Seek 
Protection in New York or 


London Markets 


Insurance in Mexico suffered a severe 
set-back earlier this year with the with- 
drawal on March 15 of all foreign com- 
panies operating there because of the 
stringent reserve and other requirements 
of the new insurance laws of the country 
which were designed to foster the de- 
velopment of native companies by com- 
pelling outsiders to operate under severe 
handicaps. Investment of Mexican cap- 
ital in insurance enterprises in Mexico 
increased from 4,205,000 pesos at the end 
of last year to 7,450,000 pesos on June 
30, 1936, as a result of the insurance 
nationalization law, President Cardenas 
announced in his recent annual message 
to Congress in Mexico City. 

Local Companies Lack Facilities 

There are at present nine native com- 
panies handling Mexican insurance and 
while they are taking all the business 
available they are working on so lim- 
ited a capital that they cannot possibly 
continue to cover the insurance needs of 
Mexico, according to W. A. Kennedy, 
manager of the branch office in Mexico 
City of Dargan & Co. of New York, one 
of the leading adjusting firms in the 
country. 

As the foreign companies, before with- 
drawal, wrote as many policies as possi- 
ble and renewed as much business as 
they could, the native companies have 
not yet been called upon to assume the 
larger risks and it is extremely doubtful 
whether they can do so. Further, due to 
an extraordinary run of luck, losses have 
been few and far between, and when 
the tide turns and loss ratios again be- 
come normal many of these small native 
companies may find themselves in diffi- 
culties, says Mr. Kennedy. 

Foreign business houses naturally do 
not look with favor on entrusting their 
jmsurance needs to small native compa- 
Mes and the result must be that firms 
Operating in Mexico, which can do so, 
will place their business either in London 
or New York in spite of all attempts to 
Stop this transfer of business out of the 
country. The immediate situation is 
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High or Low Pressure 


Which loses most cases, high pressuring or low pressuring? 
If a prospect assures you he is not now ready to buy, and that 
he will call you when he is ready, do you stop talking, go away, 
and wait for his word? Or do you put on the pressure? 
Here’s an example of waiting :— 


The prospect said he wasn’t ready and would probably make 
his decision in about a month. The Agent called in about a 
month and was told, “Call me on the phone in about two 
weeks.” He called, and an appointment was made. Said the 
prospect, “I am giving you this $10,000 business because So- 
and-So of another company, who knew I was going to take a 
policy, worried me to death. You didn’t!” 


An example of high pressure,—the same Agent:— 


Says the Agent, “I went at him, too strong it turned out. 
A month later I dropped in to see him, saying, ‘I want to show 
you a plan that I think you will like.” This was the response :— 
‘It’s no use. I bought a policy from another company two 
weeks ago. I like to buy things, not to have them sold me.’ ” 

Prospect-wise Agents, taught by experience, know a promise 
from an excuse, and whether to press or to wait. 


THE PENN MUTUAL LIFE INSURANCE CO. 


Ww. H. Kincsiey, President 


PHILADELPHIA 


Independence Square 











Equitable Society 
Delegates Fill Two 
Spring Lake Hotels 


438 Qualified Producers Put 7,500 
New Policies in Force in 


Eight Months 
N. Y. DEPARTMENT ONLY 








Harold J. Rossman, Presiding, 
Praises Fine Work; Others 
On Program 





Both of the largest hotels in Spring 
Lake, N. J.—_the Monmouth and Essex 
& Sussex—are being used by the Equita- 
ble Society for the educational confer- 
ence of the Greater New York depart- 
ment this week. Nearly 500 are present. 
A special train took the delegates to the 
ocean resort Wednesday. It is the first 
meeting of such magnitude ever held by 
the New York department. 

In eight months this particular group 
of 438 qualified producers has put into 
effect 7,500 new life insurance policies 
for a total of $46,000,000. 

Harold J. Rossman, superintendent of 
agencies, at the opening of the confer- 
ence yesterday morning pointed to the 
delegates present as the producing power 
of the New York sales organization. He 
said: “More important than the two and 
a half day vacation you have earned here 
is the benefit to you of the insurance 
protection you have put in force.” 


Speaker Is Director of R. F. C. 


The one guest speaker at the meeting 
is Carroll B. Merriam. He is a director 
of the Reconstruction Finance Corp., the 
Metropolitan Life Insurance Co. and the 
Santa Fe Railroad. A native of Ver- 
mont, he attended Washburn College in 
Kansas. He is chairman of the board 
of the Central Trust Co. and vice-presi- 
dent of the Central National Bank, both 
of Topeka, Kans. 

Seward Prosser, director of the So- 
ciety, made the address of welcome yes- 
terday, and Albert G. Borden, second 
vice-president, closed the session with an 
address on “Militant Morale.” Henry 
Kranz, associate manager, Group depart- 
ment, also spoke. Home office men on 
the program today are E. A. Starr, as- 
sistant manager, salary savings division, 
and W. W. Klingman, vice-president. 

Four managers are chairmen of the 
conference groups. They are Theodore 
M. Riehle, Milton Herzberg, Abe Rosen- 
stein and W. G. Fitting. Harry S. Gier- 
hart, president, Equitable Board of New 
York Managers, conducted an open 
forum on sales ideas and methods. 


Agents on Program 


Sixteen agents on the program are 
these: Paul Waldman, Bleetstein agency; 
Louis Resnek, Riehle; Myron H. Cohen, 
Davis; E. A. Vossmeyer, Peacock; S. C. 
Kraus, Fern; D. A. Freedman, Rosen- 


(Continued on Page 15) 
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The American Ideal , 
“Life Insurance typifies the American ideal. While it serves all 
classes, it is the great benefactor of those who have yet to build for 
the future. It is a conservator of savings and a promoter of social 
serving enterprises. It is a character builder. Its record is an 
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WHAT IS A CAPITALIST? 


How the Two Great American Institutions of Life Insurance and 
Savings Banks Have Made the Average Man a Part-Owner 
In American Industry 


Using a term again and again should 
make its meaning clearer. But the con- 
trary is often the case. 

Consider the term “capitalist.” 

Even though it appears every day in 
the columns of the press and is dis- 
cussed in thoughtful magazines; even 
though it recurs in the conversation of 
the average man frequently; still there 
is general confusion as to just what a 
capitalist is. 

In one man’s mind the term may coh- 
note vast wealth, the ownership and 
control of factories and railroads and 
mines, which produce in their turn more 
wealth. 


Word Has Broad Application 


But it is a fact that the farmer is as 
definitely a capitalist as the industrialist. 

So is the owner of a small grocery 
store, or a garage, or a filling station. 

So, for that matter, is the owner of a 
life insurance policy or of a savings 
account. 

All teo often the man who is himself 
a capitalist fails to recognize the fact. 
Capitalist to him means some remote 
and afluent personage beyond the cir- 
cle of his acquaintance. 

There can be no doubt that America 
has grown by capitalistic and individual- 
istic endeavors. The sayings and prov- 
erbs of our Colonial era expressed a 
philosophy definitely capitalistic. Gleaned 
from “Poor Richard’s Almanac,” or from 
copy books, they became a part of the 
thinking of the average American of 


the day.... “A penny saved is a penny 
earned.” “Waste not, want not.” “Re- 
member that time is money.” “God 


helps those who help themselves.” 

It was altogether natural that the men 
who began America should have had 
deep-rooted ideas of capitalism. Two 
English stock companies had promoted 
the settlement of much of the Atlantic 
seaboard—the London Company and the 
Massachusetts Bay Company. Through 
their corporate assistance men were en- 
abled to turn their backs on a homeland 
where life seemed difficult and cramped, 
and to sail towards a new world where 
opportunities for financial growth and 
intellectual expression seemed greater. 
The term “Adventurer” in 1632 was just 
another way of saying stockholder, or 
capitalist. 


The American Tradition 
The desire to reach out, to prosper by 


one’s own work, skill, judgment, initia- 
tive, has lived as a sound American 
tradition. It motivated pioneer and 


trontiersman as they crossed the moun- 
tains and with their families settled in 
green valleys and wide fertile plains. 
The man who felled trees, built a log 
house, planted corn, was a capitalist. His 
tools and his brawn, if he owned no 
more, were his capital. As he pros- 
pered, he invested his savings in more 
land, in better stock and equipment, in 
4 mo-e comfortable dwelling. On many 
thriving farms in the West today, the 
Owner can point from the porch of his 
comfortable house to the spot where his 
Sreat grandfather first built a log cabin 
when the family moved onto the land. 
It is true that methods of earning the 





The Authors 


The article on this page has been 
widely distributed by its author, N. 
W. Ayer & Son, Inc., one of the 
country’s principal advertising agen- 
cies. It is written after sixty-seven 
years of association with business 
leaders of America, and is having a 
wide circulation in insurance head 
offices. 

N. W. Ayer & Son, Inc., in circu- 
lating these views of the part life 
insurance companies and_ savings 
banks have played in the American 
economic scene say they are doing 
so in the interests of industrial har- 
mony and public good-will and un- 
derstanding. Permission is given to 
anyone interested to use quotations 
from it or the entire article. 











American living have changed vastly 
with the passing years. As late as 1890, 
64.6% of our population lived on farms. 
In 1930, only 43.8% were rural. 


Old Virtues ... New Ways 


Today men in mts proportions find 
their livings in the factory, the store, 
or the office. Industrial development, 
invention, expanding business, have 
brought about this change. No longer 
are men called upon to open wilder- 
nesses in order to build homes. Indeed 
most of these average workers in in- 
dustry do not own their own homes. 
They live in rented homes or apart- 
ments. There is no homestead, in most 
cases, to be a source of security and 
protection. 

But as truly as in 1790 or 1890, the 
American adheres to the capitalistic, in- 
dividualistic tradition. A whole attitude 
towards life which has made a nation 
great through one hundred and sixty 
years does not die easily. The Ameri- 
can still leads the world in those vir- 
tues for which his forebears are so 
often venerated—self-reliance, independ- 
ence, thrift. He is insistent still upon 
taking care of his family through his 
own efforts. And he is fully capable of 
doing so. 

Life Insurance 


The inethods by which the average 
man works out his financial salvation to- 
day are the life insurance policy and 
the sovings account. 

Americans own more life insurance 
than anv other nation ‘in the world. 
That is stating the case mildly! 

With one-sixt¢enth of the population 
ot the world, the United States owns 
more than twice as much life insurance 
as all the other nations of the world 
combined. 

At the end of 1930 our life insurance 
totaled $107,948,278,000 or 69.6% of the 
life insurance in the whole world. 

Life insurance outstanding in Euro- 
nean countries totaled about $25,000 000,- 
000, of which over one-half was in force 
in Great Britain. 

The ten leading countries from the 
point of view of life insurance in force 
in 1930, as follows: 


were, 
United States .:..... $107,948,278,000 
United Kingdom 12,624, 879.000 
E- &ccadoseests 7,392, 706, 000 


pS ee 4,557,874,000* 
ee 4,161,825,000 
Ree 1,770,993,000* 
EE acs ccacweus he 1,400,694,000* 
EN. sg'o.kc os eww 1,334,668,000 
Netherlands ........ 1,146,525,000 
Co See 1, 112,452,000 


*Including government insurance. 
American owners of one or more poli- 
cies number approximately 63,000,000... 
or every other man, woman and child 
in the United States. 


Three-fourths of Population 


It has been estimated that the bene- 
ficiaries of these policyholders consti- 
tute three-fourths of the population. 

Most of America’s owners of life in- 
surance are people in modest circum- 
stances. The average coverage is about 
$1,600. But the fact that they are men 
and women of moderate means makes 
their investment in insurance the more 
important. 

To many business men the sum of 
$1,600 may not seem great. But to a 
widow the difference between being 
penniless and having $1,600 to tide her 
over distressing months is great indeed. 

When more comprehensive but still 
moderate life insurance programs are 
considered, it is encouraging to realize 
that the wage earner or small-salaried 
man can, and does, protect his family, 
provide for the education of his chil- 
dren, lay by funds for his own retire- 
ment years, through the great capitalis- 
tic and typically American business—life 
insurance. 


America’s Stake in Industry 


Each year since 1929 American life 
insurance companies have sent into 
American homes sums varying from two 
and a quarter billion to more than three 
billion dollars. 

These sums represented, besides death 
payments, matured endowments, annui- 
ties, dividends, surrender values and dis- 
ability benefits. 

Almost twice as much money has gone 
to living policyholders as to beneficiaries 
of deceased policyholders. 

These enormous ‘sums paid out an- 
nually to the American public by life 
insurance companies represent virtually 
all the wealth ... the estate... the 
life-accumulation . . . of millions of 
Americans. It is the tangible result and 
evidence of their toil, the most valuable 
material possession that they have. 

Thus, including both policyholders 
and beneficiaries, three-quarters of our 
population—almost 100,000,000 people— 
are largely dependent for their financial 
stability and security upon insurance. 
They have a vital interest in the well- 
being of the insurance companies—a 
vital stake. 

Yet the well-being of the life insur- 
ance companies is inextricably bound up 
with the well-being of American indus- 
try and the American capitalistic sys- 
tem as a whole. For the monies paid 
in constantly by these 63,000,000 policy- 
holders must be, and are, put to some 
productive work. And this is done by 
investing them in the securities of 
American business. 

The insurance companies of America 


own $7,117,000,000 worth of bonds... 
$440,000,000 worth of stocks . $6,681,- 
000,000 worth of mortgages. Making a 
grand total of $14,238,000,000 invested in 
American business and real estate. 


100,000,000 Capitalists 


If anything were to go radically wrong 
with these investments, it would mean 
that the insurance policyholders of 
America could not realize upon the in- 
vestment which they have made in the 
insurance companies. 

Therefore every man, woman and 
child who owns an insurance policy has 
a direct and immediate stake in Ameri- 
can industry and the American business 
system ...and is, by the same token, a 
capitalist. 

The same is equally true of savings 
accounts. Savings accounts and insur- 
ance are the two great means of build- 
ing up an estate for the average Ameri- 
can. 

The deposits, in all the banks of 
America, which can be classified as sav- 
ings accounts total more than $22,000,- 
000,000. They are owned by 41,315,000 
people. 

These deposits, like all bank deposits, 
are put to work to earn interest through 
the medium of investments in industrial 
and governmental securities, mortgages, 
and loans used to develop American 
business enterprises. 

Every dollar of the $22,000,000,000 
which the American public has put away 
for safe keeping in savings accounts is 
dependent upon the safety and weil-be- 
ing of American industry and American 
business life. Every man, woman and 
child who has so much as a dollar in a 
savings account, is a capitalist. 

Here, side by side, are two great busi- 
nesses whose valuable contributions to 
the serenity and stability of American 
living it would be difficult to overesti- 
mate. To the individual they mean se- 
curity, competence, protection. And in 
the individual they encourage patience, 
thrift, self-denial, public spirit. 


Capitalism Serves the Nation 


But the story of the contribution to 
our civilization made by these two great 
businesses does not end with their help- 
fulness to millions of individual citizens. 
The savings of these millions, through 
the medium of the life insurance com- 
pany or the savings bank, have been 
put to work actively for the good of all 
the people. 

They have been invested helpfully in 
the building of the entire nation. They 
have worked for improvements that 
made life pleasanter and more profitable 
for every one. 

Some of the money has helped to 
finance railroads. Better schools, smooth- 
er, wider roads have resulted from these 
funds. In the cities, apartment houses, 
industrial plants, loft buildings, homes 
have been thus aided. And throughout 
the land the electric light and power 
industry, which has done so much to 
lighten burdens for housewife, indus- 
trial worker and farmer alike, has been 
generously financed from these great 
repositories of the savings of the peo- 
ple. Countless villages and municipali- 
ties have become pleasanter and more 
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Gage E. Tarbell Dies In Harness 


Senior Director of Equitable Society Stricken With Peritonitis 
Shortly After Talking To Field Meeting; Extraordinary 
Career of Life Insurance Production Marvel 


Gage E. Tarbell, senior director, 
Equitable Life Assurance Society, 79 
years old, died in harness a few days 
ago following one of the most extraor- 
dinarily interesting careers the insurance 
business has yet witnessed. For some 
years he had been the chief pep man of 
the Equitable Society, traveling from 
coast to coast, attending meetings, giv 
ing inspirational talks some of which 
lasted an hour. He such a talk 
before an Equitable field gathering at 
Elkhart Lake, Ind. became ill that 
night, returned to New York where the 
malady was diagnosed as peritonitis, was 
taken to the French Hospital in West 
Thirtieth Street for an operation, and 
died on September 5. Pneumonia had 
furnished further complications. The 
funeral, attended by most of the Equi- 
table officers, was held in Smithville 
Flats, Chenango County, N. Y., where 
Mr. Tarbell had a large dairy farm. At 
the farm is a herd of 300 Guernsey cows, 
and the farm’s certified milk is sold in 


made 


large quantities in New York City. 
r pate ’ 
One unique feature of Mr. Tarbell’s 
life insurance experience was that he 


had two careers with the Society. After 
being a tremendous success in Chicago 
as an agent and as a general agent, he 
was made head of the production divi- 
sion, became an outstanding production 
executive, retired as a vice-president of 
the Society, and then many years later 
came back to give his inspirational talks 
Up to the end he gave an impression of 


a man much younger than his years; 
was tall, virile, had no excess weight, 
was an eloquent speaker who swayed 


All in all, as an agent, gen- 
eral agent, home office official or di- 
rector, Mr. Tarbell’s tenure with the 
Equitable was fifty-seven years. 


men easily. 


Early Experiences 

3orn and brought up on the dairy 
farm of his father in Chenango County, 
he went to Clinton Liberal Institute, 
Clinton, N. Y., which later became Ham- 
ilton College from which Grover Cleve- 
land and Elihu Root were graduated. 
He learned elocution in the college. His 
first job was school teacher in Smith- 
ville Flats. After a year of teaching he 
went into a law office in Greene, N. Y. 
He became interested in life insurance 
from seeing it in operation. One day 
he wrote a letter to Henry B. Hyde, 
Equitable founder and president, asking 
him if he could obtain a contract to sell 
life insurance. Hyde sent Tarbell’s let- 
ter to the Syracuse agency, headed by 


R. B. True. True sent a special agent 
to Greene who appointed Tarbell an 
agent. The only training he had was 


half a day with this representative. He 
gave Tarbell one piece of advice, how- 
ever, which had a big influence on his 
early days as an agent. It was that h« 
buy a $1,000 policy on his own life. Tar- 
bell could only raise $10.35, the semi- 
annual premium, but after he got the 
policy he knew he was a capitalist who 
had an estate worth $1,000. He decided 
to go out and make as many young men 
capitalists as he could find and convince, 
using the argument that it only cost 
$10.35 to start the insurance program. 
He made his expenses necessary to be 
admitted to the bar by selling life insur- 
ance. The class of sixty-four members 
elected Tarbell president. The first 
cases he tried were before justices of 
the peace. Then he started practicing 
law in Marathon, N. Y. He sold insur- 
ance on the side until there were no 
more prospects in the town: then he ob- 
tained a sub-agency in Binghamton, N. 
Y. From there he went to Milwaukee 
and in that town became very successful 
as an agent. Moving to Chicago he be- 
came associated with the Society there 
and in his first Chicago year paid for 
almost $3,000,000 of insurance. At the 





GAGE E. TARBELL 
end of the first year he was given a half 
interest in the agency; at the end of the 
second year was given the entire agency. 
He was in Chicago four and a half years 
during which time the agency was the 
largest in the United States. 
Becomes Vice-President of Equitable 
In August, 1893, the Equitable brought 
him to New York as vice-president in 
charge of agencies. In that position his 
success was sensational. His chief rival 
was George W. Perkins of the New 
York Life who held a similar position at 
the time. Tarbell not only was able to 
pick and develop men as insurance sales- 
men, but he became intensely interested 
in their education and is said to be the 
first man to have gone to the universities 
and colleges looking for field talent. He 
was responsible for the start of the 
Equitable school; in the first class there 
were 135 graduates from thirty-seven 
colleges and universities. After a few 
years a number of other business outfits 
started combing the colleges, too, look- 
ing for material in the graduating 
classes. Albert G. Borden, now vice- 


president of the company and in charge 
of its modern educational classes, had 
been Mr. Tarbell’s office boy when Tar- 
bell sent out the first letters to the pres- 
idents of colleges and universities. 
Real Estate Activities 

After serving fifteen years as vice- 
president, Mr. Tarbell resigned as vice- 
president although he continued as di- 
rector until the day of his death. He 
went back to his dairy farm upstate and 
also went into real estate in a big way. 
He became head of the Garden City 


Estates on Long Island, making that 
town one of America’s most attractive 
suburbs. The great Westchester Coun- 


try Club, the biggest country club in 
the United States, surrounded by hand- 
some homes, was a creation of Mr. Tar- 
bell who handled the financing, the 


conferences with the architects and 
builders and all the major details. 

The field force of the Equitable held 
Mr. Tarbell in high esteem. They wel- 


comed talks by him at conferences and 
‘ot much inspiration out of them. Mr. 
Tarbell was happy in his work. Each 
convention presented new color to him. 
The inconveniences of travel for the 
average man of his years did not worry 
Mr. Tarbell at all. He was one of the 


oldest members of the Union League 
Club. Other clubs included, Lawyers, 
Colonial,; New York Athletic, Atlantic 
Yacht, Ardsley and Marine and Field. 


Mr. Tarbell is survived by his widow, 
a son, Swift Tarbell, and a daughter, 
Miss Louise Tarbell. 





Herman Duval to Address 
Newark Association Monday 


Herman Duval, noted producer of the 
Clifford McMillen agency, Northwestern 
Mutual Life in New York City, will be 
the season’s first guest speaker of the 
Life Underwriters Association of North- 
ern New Jersey. The meeting will be 
held Monday, September 14, in the form 


of a luncheon at the Newark Athletic 
Club. 
John Binns of the Northwestern Mu- 


tual is president of the northern New 
Jersey group and has appointed Edwin 
G. Mignard of the New England Mutual 
Life chairman of the luncheon com- 
mittee. 





_ VIC PETTRIC’S STUNTS 
_Vic Pettric, general agent Ohio Na- 
tional Life at Los Angeles, wrote $53,000 
business the first twelve days of August, 
thus qualifying for the company conven- 
tion at Yellowstone. He went to Detroit 
for a new Packard, drove it back to 
Yellowstone. During the convention 
banquet he went out to the kitchen and 
wrote $10,000 on the head steward. Some 
time ago Mr. Pettric wrote Bing Cros- 
by’s twins the day of their birth. 
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Mutual Life Insurance Company of New York’ 


You All Set To Go? 


The new business season has now started. Are your 
plans made to take advantage of the greatly increased 
purchasing power of the insurance buying public? 


You can’t succeed without plans. 


Our production 


and educational department has selling set-ups that 


exactly fit the needs of these times. 


Let me talk 


them over with you. 


William H. Kee, Manager 
The Mutual Life Insurance 
Co. of N. Y. 

16 Court Street, Brooklyn, N. Y. 
MAin 4-1525 
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AGENCY ITEMS 29 YEARS OLD 
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Equitable Society Publication Praised in 
Current Issue by General Agents 
and Managers 
Agency Items, printed by the Equi- 
table, issued its 1,500th number on Sep- 
tember 7. In other words, it is 29 years 
old. The current issue contains a large 
number of letters from managers, gen- 
eral agents and others to the effect that 
they consider this publication an un- 
usually valuable document. Not the least 
interesting commendation was one from 
Gage E. Tarbell, senior director, prob- 
ably the last communication he wrote 

for publication. 

The issue also contains the salutory 
which was printed in the first number of 
Agency Items. The paper has stuck to 
its guns. The initial announcement said 
the periodical would be confined to 
agency news, concise hints to agents, 
brief reports of agency meetings, inter- 
esting reports from various agencies, 
and facts and figures about the Society. 
Such are the items in the current issues. 
William Alexander is editor of Agency 
Items, and Arthur Reddall is associate 
editor. 





Home Life Appoints Kenyon 
Grand Rapids Branch Mgt. 


The Home Life of New York has ap- 
pointed Roy V. Kenyon as branch man- 
ager of the newly established office of 
the company at Grand Rapids, Mich. | 

Mr. Kenyon, who has developed a cli- 
entele of business and professional men 
in Grand Rapids and vicinity, entere 
insurance ten years ago with the Bank- 
ers Life of Des Moines with whom he 
was one of the leading producers. 

The establishing of new agency offices 
at Grand Rapids and Lansing, Mich., 3s 
in furtherance of the present plan of the 
Home Life to carry its agency operations 
into numerous principal cities throughout 
the North and East. 
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Travelers Opens Agency 
In Rockefeller Center 


JOHN T. HENDERSON MANAGER 





Office Will Write Life, Accident And 
Group; To Recruit Young 
Men As Agents 


John T. Henderson, who has been with 
the Travelers for eleven years in Yonk- 
ers, N. Y., has been appointed manager 
of the company’s new branch office in 





JOHN T. HENDERSON 


Rockefeller Center, New York City. The 
offices on the seventh floor of the RCA 
Building were opened September 1. The 
agency will write life, accident and 
Group insurance. 

A native of Yonkers, Mr. Henderson 
went to high school there and later at- 
tended Dwight Preparatory School and 
the University of Arizona. He went into 
insurance directly from college in 1925 
working as an agent for five years. Dur- 
ing those years he influenced several 
other young men to enter the insurance 
field. In 1930 he was made field as- 
sistant in the Yonkers branch office and 
shortly afterward went to the home office 
training school. 

Last May he was made assistant man- 
ager in the Yonkers office in charge of 
production in Rockland, Westchester and 
Putnam Counties. He has made an out- 
standing record in recruiting new men 
and getting them into production. As 
manager in New York he will give 
special attention to the recruiting and 
training of young men, preferably college 
graduates and under 30. 

Gardening is a hobby with Mr. Hen- 
derson and he finds plenty of opportun- 
ity to practice it on the grounds sur- 
rounding his home at Chappaqua, N. Y., 
where he lives with his wife and three 
children. He is also a golfer. 





].E. Bragg, Judge Goldstein 


Address Bookstaver Luncheon 


A luncheon meeting of the Jos. D. 
Bookstaver Agency, Inc., Travelers, New 
York, held yesterday in the Hotel Penn- 
sylvania featured two prominent speak- 
ers, James Elton Bragg, manager, Guar- 
dian Life, New York, and Jonah J. 
Goldstein, justice of the Court of Gen- 
eral Sessions of the City of New York. 
Mr. Bragg, who is widely known for 
his many constructive contributions to 
life insurance through his books and 
lectures, spoke on “Today’s Prospects.” 
Judge Goldstein, one of the featured 
Presiding judges in the “Good-Will 
Court of the Air,” had as his subject, 
Our Mutual Problem.” Elias Klein, 
agency manager, presided. Their re- 
marks will be reviewed in next week’s 
The Eastern Underwriter. 


N. Y. Association Names Committee 
To Advise Public About Twisters 


Follows Conferences With Supt. Pink Who Cautions Against 
Ill-Advised Substitutions, Calls Attention To Mis- 
representation Law, and Sees Necessity for 
Authoritative Source of Information 


The Life Underwriters Association of 
the City of New York, Inc., and Super- 
intendent Pink of the New York Insur- 
ance Department took recognition this 
week of the flock of books, pamphlets 
and articles attacking life insurance writ- 
ten by muckrakers or self-exploiters, and 
which literature, followed up by twisters, 
has resulted in considerable replacement 
of insurance, some of the substitution be- 
ing not only inadvisable but costly to the 
old policyholders. 

The life underwriters’ association an- 
nounces it has appointed a policyholders’ 
advisory committee, consisting at the 
start of five men, from whom persons 
approached by agents bent on substitu- 
tion can get advice. The procedure will 
be for a person in doubt about the ad- 
visability of changing his insurance to 
go to the office of Secretary Elles Derby 
of the association, who will hand out a 
questionnaire to be filled. The completed 
questionnaire will then be submitted to 
a member of the policyholders’ advisory 
committee and expert counsel given. The 
association will not make policy analysis 
or furnish audits, but will give common 
sense advice and put its foot down on 
twisting when the policyholder’s state- 
ment is evidence of a proposed attempt- 
ed twist. 


Situation Leading Up to Action 
The Superintendent in his statement, 


which is in the form of a letter to Pres- 
ident Engelsman, warned life insurance 
policyholders of the necessity of caution 
in changing policies and called their at- 
tention to the law making incomplete 
comparisons and misrepresentations a 
misdemeanor. 

Heretofore the public has been in a 
quandary when approached by an agent 
saying policies should be changed; he 
has not known where to turn for expert 
advice. It is thought the innovation an- 
nounced this week will clarify the situa- 
tion considerably. 

President Engelsman said for obvious 
reasons the names of the five men ap- 
pointed will not be made public. They 
need not be as the association itself will 
act as a clearing house; furthermore, 
there may be future personnel changes 
on the committee or an enlargement of 
the committee if the innovation works 
satisfactorily. 

The action this week was taken fol- 
lowing some conferences between Presi- 
dent Engelsman and _ Superintendent 
Pink. Two letters were given out: that 
of President Engelsman and that of Su- 
perintendent Pink. The letters follow: 


Pres. Engelsman Writes Superintendent 


Dear Mr. Pink: A number of articles, 
books and privately printed pamphlets at- 
tacking life insurance, the companies, 
salesmen and policies have, as you know, 


(Continued on Page 14) 
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@ Serving in the life insurance field through 
wars, epidemics, panics, and depressions 














W.S. Penny Now Heads 


Sun’s Agency Division 
HAS WORLD - WIDE DIRECTION 


Also Made a Senior Officer of Company: 
Joined Sun Twenty-four Years Ago; 
J. A. McAllister Advanced 





An important change in the agency 
executive of the Sun Life Assurance 


Co. of Canada is announced by Arthur 
B. Wood, president and managing direc- 





W. S. PENNY 
tor, with the appointment of W. S. 
Penny to be a senior officer of the 
company with the title of director of 


agencies. Mr. Penny will have full 
charge of the world-wide agency forces 
of the Sun Life under the new arrange- 
ment. The new chief officer of the 
agency department was formerly in 
charge of the Canadian division. 

He joined the company twenty-four 
years ago, following graduation from 
McGill University at Montreal, entering 
the actuarial department. He left to 
serve overseas, returning to the Sun 
Life after the war, joining the agency 
department shortly after his return. 
After a brief stay in the agency depart- 
ment he was transferred to western 
Ontario under John A. Tory, supervisor 
at Toronto. Later, he was retransferred 
to the Canadian department at the head 
office by the Hon. J. C. Tory, who was 
the senior officer in charge of agency 
organization at that time. Mr. Penny 
is aggressive and has demonstrated his 
ability to merit the promotion and his 
appointment is a popular one, both at 
head office and throughout the field. 


J. A. McAllister Superintendent in 
Canadian Field 


J. A. McAllister, a graduate of Alberta 
University, Edmonton, who joined the 
company as an agent at Edmonton in 
1924, has been appointed superintendent 
to succeed Mr. Penny in the Canadian 
field. 

Mr. McAllister was a leading repre- 
sentative of the Edmonton branch for 
a number of years, until his appoint- 
ment as unit manager in 1926. A year 
later he was transferred to the head 
office as secretary of Canadian agencies 
and some time after was appointed in- 
spector of Canadian agencies. He was 
later made assistant superintendent in 
the Canadian field, a position he has 
held until his appointment which is now 
announced. Mr. McAllister was presi- 
dent of the Students’ Union of the 
Alberta University and while there took 
an active part in athletics, being a mem- 
ber of the Western Canada Rugby cham- 
pions and, also, was on the team of 
the Edmonton Esquimos, Dominion of 
Canada Rugby finalists. 
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Why Moore Built Large Agency 
In A Small Town In New Jersey 


Lewis F. Moore is general agent for 
the Midland Mutual Life in Bound 
trook, N. J., a community of about 
6,000 population in the middle of that 
state. However in 1935 the agency was 
fifth largest in the company, ranking 
above such offices as Toledo, Youngs- 
town and Detroit. The Eastern Under- 
writer asked Mr. Moore how he was 
able to build a large agency in a small 
community and rank among the com- 
pany’s leaders. In part the answer is 
that the agency covers a great deal of 
the state and has branches in commu- 
nities such as Montclair, six times the 
size of Bound Brook. But before begin- 
ning his agency Mr. Moore had figured 
out that it would be to greater ad- 
vantage to have the agency headquar- 
ters in his home town, centrally located 
in the state, than to be in such a metro- 
politan center as Newark or Trenton. 

On January 1, 1932, Mr. Moore began 
his activities with the Midland Mutual 
after having been an agent and later a 
supervisor for the Penn Mutual Life, 
which activity extended over a period of 
about thirteen years. 

The first consideration was the matter 
of operating expenses. Practically every 
new agency that starts opens up in one 
of the larger cities, and confining con- 


sideration to New Jersey, this means 
either Newark or Trenton. Naturally 
rentals, commutation, etc., are much 


higher in those cities than in a smaller 
city. To properly give the company rep- 
resentation in the state, a city office 
means the building of a city unit, the 
training of a reasonable number of new 
men, together with the usual agency ac- 
tivities, which under one roof means the 
expenditure of a goodly amount of 
money to continue operations. 

In order to live outside of the city 
means additional cost for commuting, 
with the consequential loss of several 
hours a day. In addition to the operat- 
ing of a city unit, the surrounding ter- 
ritory must be developed, which means 
the hiring of supervisors or capable of- 
fice help so that the general agent him- 
self may return to the territory, but 
with a city unit it would seem quite nat- 
ural that the general agent must report 
each day to the office before going into 
the territory. This means additional 
time consumed in commuting. Or it 
could mean living in the city with re- 
sulting higher rentals and living costs. 

Mr. Moore explains that he took all of 
this into consideration and finally de- 
cided to try, by establishing his main 
headquarters where he lives, to keep all 
expenses at a minimum. 


In the Center of the State 


Being located fairly near the central 
part of the narrowest section of the 
state, he figured that it would only be a 
matter of an hour at the most to any of 
the cities or communities within the 
metropolitan district and that suitable 
representation could be placed in these 
towns as time went on. Furthermore, if 
it took only an hour or less to reach any 
of the surrounding cities, it wouldn’t 
take any representative any longer to 
come to the office for any immediate in- 
formation he might desire. With this 
thought in mind operations were com- 
menced. 

Under an agency contract a company 
wants production, so during the first 
year, and probably the first year and 
one-half, practically all of Mr. Moore’s 
business was the result of personal pro- 
duction on his part. In interviewing 
prospects in the immediate vicinity of 
Bound Brook, a good deal of emphasis 
was placed on selling the idea that “this 
ts the only general agency near you, and 
therefore a valuable asset for policy- 
holders who would receive speedy serv- 
ice and expect first-hand information 
over the telephone or by personal call 
without the necessity of writing lengthy 


letters and awaiting for delayed replies.” 
This idea is still stressed. 

While traveling about the state, inter- 
viewing his own prospects and policy- 
holders of the company, Mr. Moore kept 
his eyes open for a suitable representa- 
tive in each community visited. 

At the same time direct mail was 
used considerably for names of potential 
agents and in this way he could group 
territorially these names along with 
prospects and policyholders upon whom 
he had to call. The main sources to 
whom direct mail letters were addressed 
were bankers, present and past presi- 
dents and secretaries of Rotary Clubs. 

This effort brought considerable re- 
sponses but did not result too favorably 
in securing the desired kind of man. The 
majority of replies were mostly down- 
and-outers as 1932 was right at the bot- 
tom of the depression. With the few 
men secured plus personal production, 
he managed to put through a fair vol- 
ume during that early period. 


Opens A Branch 


However, not being satisfied with the 
volume of production Mr. Moore thought 
there must be a quicker way to increase 
the company’s representation, which 
would naturally increase the agency vol- 
ume of business. This was now right in 
the heart of the depression and he real- 
ized that the job would be a hard one 
no matter how it was approached. The 
idea was conceived of going to the terri- 
tory where representation was desired 
most and staying there until securing the 
right type of man, one who could act 
and would be interested in a district 
agency operating through the Bound 
Brook Agency. The first branch of this 
kind was established in Montclair. 

Not long after this experience and 





LEWIS F. MOORE 


with the cooperation of the district 
agent in Montclair, Mr. Moore was able 
to secure almost a similar set-up in an- 
other of the larger cities. There were 
two men in this instance who had form- 
ed a company, had been selling life in- 
surance for several years and it was 
learned that they were more interested 
in an agency to represent one company 
than they were in brokering with vari- 
ous companies. 

Subsequently, he was able to learn of 
a man in one of the largest cities who 
became interested in life insurance and 
who not only had a goodly number of 
contacts, but a small force of agents al- 
ready under him who were anxious to 
write life insurance. After contracting 
with this man as a district agent it was 
necessary to do some training by run- 
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ning schools at various intervals and 
the district agenty got under way in 
fine shape. 

Altogether this activity increased the 
agency production to a fairly nice yo). 
ume of business. However, during the 
depression years it was necessary to get 
together often, hold meetings and dis- 
cuss the best ways and means to procure 
business out of the limited time at their 
disposal, and of course they could not 
stress too much the value of proper 
prospecting. In other words, more care. 
ful selection of prospects meant less 
time wasted on every endeavor to secure 
business. 

The general agent found this eyen 
more true in his own case, because with 
this additional activity, a considerable 
amount of his time was taken with the 
large amount of detail which naturally 
results from larger representation and it 
even meant additional help in the 
agency. His personal production was 
naturally cut somewhat and _ therefore 
every prospect he had in mind to see 
had to be in his opinion a good one or 
he could not afford to take the time. 





Big West Coast Group On 
United Grocery Chain Stores 


United Grocers, Ltd., has announced a 
Group life plan amounting to about $2- 
000,000 on its entire organization in 
Northern California. Employes covered 
include executives, warehousemen, 600 
store managers and their clerks. 

H. L. Sorensen, secretary-manager of 
the United Grocers, Ltd. and John 
Drenth, manager of the Empire Agency 
Corp., broker in the case, have been 
working out the details for the past 
three months. 

Cravens, Dargan & Fox, well known 
fire and casualty managers who recently 
entered the life insurance field, are act- 
ing in the capacity of general agent in 
this case for the Minnesota Mutual Life. 





BUYING MORE RETIREMENT 





State Mutual Finds Settlement Options 
and Retirement Income Increa 
Greatly Since 1929 

The State Mutual Life has studied 
changes in the public’s attitude towards 
insurance, indicated by an increased use 
of settlement options and by a tendency 
to buy more retirement insurance than 
formerly. Credit for this awakening 
consciousness, the company says, prob- 
ably should be divided between effects 
of the depression, the social security 
legislation and the increased emphasis 
by agents on programming and service 
work. 

In 1929 State Mutual issued 47% by 
number and 59% by amount of its en- 
dowment insurance on some one of its 
retirement income plans. This amounted 
to 6% by number and 4%4% by amount 
of total business issued. The business 
quickly increased to 65% by number and 
70% by amount compared with total en- 
dowments issued; and records for the 
first few months of 1936 show that the 
proportion of retirement plans to total 
issued business is 14.5% by number and 
13% by amount. 

Considering the increase in insurance 
left under settlement options, the com- 
pany learned that whereas only 12% of 
death and endowment proceeds were be 
ing left under options in 1929, so far this 
year 35% of the total are disposed in 
this way—an increase of 192%. 





FOREIGN CURRENCY POLICIES 

Life insurance contracts in foreigt 
currencies have lost much in favor. since 
the dollar followed other currencies ™ 
the devaluation and contracts in dol 
have lost their stability. In Hungaty 
goldpengo are now issued in place of 
foreign currency policies, and sinc 
March 20 no policies in foreign curret 
cies or with gold clause are being iss 
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In full color, this advertisement appears in a number of leading magazines as a part of the national advertising campaign of 


NEW YORK LIFE INSURANCE COMPANY 





« All’s Well” by Winslow Homer. Reproduced by the New York Life with permission of Boston Museum of Fine Arts. 


In calm and storm, the lookout’s reassuring 
cry “All’s Well!” brings comfort and courage. 

Stop to think about it, ships and their for- 
tunes are not unlike human experience. 

For example, someone you know, possibly 
yourself, meets the only girl, marries and settles 
down .. . becomes a father. Happy in the full- 
ness of the present, tomorrow seems a long 
way off. 

But tomorrows do have a way of coming, 
bringing the bad with the good. Some day you 
may no longer be at the helm . . . and your 
family’s ship of fortune may not be calked against 
the stress of adversity. What then? 

A carefully planned program with the New 


“ALL’S WELL!” 


York Life equips a man’s family to carry on 
. » . provides money for unpaid debts and taxes, 
or a mortgage on the home. . . a monthly in- 
come to meet the monthly bills, so the chil- 
dren may have their mother’s care through 
the “growing up” years and funds, too, for their 
education. 

All this and more, with life insurance. For 
yourself there is an annually increasing savings 
fund, the option of a life income for retirement, 
and the priceless peace of mind that comes of 
knowing “‘All’s Well!” with you and yours. 

Ask the New York Life man in your commu- 
nity about such a program, or write the Home 


Office at 51 Madison Avenue, New York, N. Y. 


To the Policy-holders and the Public: 


It is the “storms” that really test the safety of 
ships and financial institutions. Well-managed 
life insurance companies have come through 
every crisis safe and staunch. 

For example, New York Life has weathered all 
the wars, epidemics and financial depressions 
that have swept the nation from time to time 
during the past 91 years. In all these years the 
Company has met every obligation it assumed. 
Its past record and present strength justify con- 
fidence in the future among policy-holders and 
prospective policy-holders. 


President 


The NEW YORK LIFE,. . « A Mutual Company founded-9t- years ago on April 12, 1845 
SAFETY IS ALWAYS THE FIRST CONSIDERATION...NOTHING ELSE IS SO IMPORTANT 
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Midland Life Plan For 
Retirement of Agents 

$50 A MONTH AFTER 20 YEARS 

Must Qualify For Leaders’ Club Twenty 


Times, Not Necessarily Consecutive; 
Get $2,500 Insurance 





The Midland Life of Kansas City is 
believed to be one of the first moderate 
sized companies to adopt a pension and 
insurance plan for its agency force. The 
plan, intended to reduce agency turnover 
and policy lapsation, was announced by 
Vice-President Oliver C. Thornton and 
President Daniel Boone at the company’s 
1936 convention in Colorado Springs last 
month. 

Insurance on the present members of 
the Leaders’ Club was put in force by 
the company immediately upon announce- 
ment of the plan and will be continued 
in force on those lives as long as each 
man remains qualified as to production 
and renewals. 

The company intends to enter into a 
definite contractual relationship with each 
agent. 

Devised and developed by Oliver C. 
Thornton, agency vice-president, in co- 
operation with L. H. Vetter, the com- 
pany’s actuary, the plan briefly provides 
for a retirement income of $50 a month 
and protection amounting to $2,500 max- 
imum to those members of its field force 
who qualify for the company’s Leaders’ 
Club for a period of twenty years and 
whose business written during each qual- 
ifying year persists on the company’s 
books over a ten-year period to the ex- 
tent of 45%. One hundred thousand dol- 
lars of life insurance paid-for qualifies 
an agent for the club. 

Requirements 

To be eligible for the retirement ben- 
efits the agent must not be over 50 
years of age and to be eligible for the 
insurance benefits he must not be over 
60 years of age. Actually the amount of 
the retirement income that an agent may 
receive can be increased in either or both 
of two ways. If this renewal record is 
higher than 45% his annuity payments 
will be increased accordingly and if he 
reaches the termination of the twenty- 
year qualification period before attaining 
age 60, at which time the benefits will 
start, he may increase his benefits by 
remaining in qualified production until 
he reaches that age. 

The twenty years of qualification must 
not necessarily be consecutive, Mr. 
Thornton points out. 

Security Act Tie-In 

An agent will naturally forfeit any 
benefits under the plan should he con- 
tract with any other life company. If 
by existing or any future social security 
legislation the company is required to 
pay benefits upon death or retirement, 
the benefits under the company’s own 
plan will be correspondingly reduced, but 
never below the earned benefits secured 
by Leaders’ Club membership under 
their plan. 


100-Year-Old Policyholder 
Dies; Got More Dividends 


Than He Paid as Premiums 
Louis A. Gyle, the New England Mu- 
tual Life’s hundred-year-old policyholder, 
died recently. He celebrated his hun- 
dredth birthday in his home near San 
Francisco April 13 of this year. Be- 
cause policies issued so long ago were 
on a different mortality table they did 
not become paid up at age 96 as modern 
policies do. 
The company has paid as a death claim 
a $5,000 policy which would have matured 
September 17 as an endowment if Mr. 
Gyle had lived. Even before the policy 
became due Mr. Gyle had recived $37 
more in dividends than the $2,741 he 
paid as ten annual premiums. The $5,000 
is entirely profit. That policy was taken 
out sixty-five years ago in 1871. A pre- 
— policy matured and was paid in 
1935. 





HERALD TRIBUNE ARTICLE 





New York Newspaper Takes Rap at 
Critics of Insurance Who Are Un- 
informed and Superficial 


The New York Herald Tribune in an 
editorial last Sunday took a rap at those 
critics of the life insurance agency sys- 
tem who are “uninformed and highly su- 
perficial.” The paper remarks that “such 
is the complexity and the strangeness of 
terminology of insurance, so far as the 
average man is concerned, that the less 
intelligent and more _ sensational this 
criticism has been the more plausible it 
has seemed.” 

It points out the fallacies of those who 
advocate buying nothing but term insur- 
ance, also answers attacks made on the 
dividend and cash value systems and ex- 
ecutive salaries, all of which criticisms 
fail in the light of clear facts. The Her- 
ald Tribune does conclude that life in- 
surance is sometimes “oversold,” but 
points out that the companies are “keen- 
ly aware” of any such deficiencies in the 
system and are rapidly raising the stand- 
ard of agents. It concludes: “The agen- 
cy system is a typically American insti- 
tution and even with its shortcomings 
has demonstrated that it is ‘he most sat- 
isfactory method of selling insurance yet 
tried. Seen in true perspective, the rec- 
ord is one of which the whole country 
can be proud.” 





APPOINTED IN OKLAHOMA 

L. Bert Bigler, Jr., formerly of Salt 
Lake City, Utah, is now state agency 
manager in Oklahoma, for the California 
Western States Life, with offices in the 
Ramsey Tower, Oklahoma City. He 
succeeds J. A. Wood. 





S. FRENCH HOGE DEAD 
S. French Hoge, 64 years of age, of 
Frankfort, Ky., director of the Common- 
wealth Life Insurance Co., of Louisville, 
Ky., died Sept. 2, at Traverse City, 
Mich., where he was spending the sum- 
mer. 


Ad Conference to Hear 
Radio Demonstration 

AT WESTCHESTER NEXT WEEK 

Ten Topics To Be Discussed At Life 


Group; Time Vice-President to 
Explain New Magazine 








Ten topics are scheduled to be dis- 
cussed formally at the life group of the 
Insurance Advertising Conference, the 
annual convention of which starts Sun- 
day at the Westchester Country Club, 
Rye, N. Y., and continues through Wed- 
nesday. 

Among the features of the main con- 
vention will be a demonstration by the 
National Broadcasting Co. with portable 
microphones and a production of N. B. 
C.’s famous insurance broadcast, “Sym- 
phony of Life.” E. P. H. James of the 
broadcasting staff will be in charge. 
Harry Gage, Mergenthaler Linotype Co. 
will talk. 

Robert L. Johnson, vice-president of 
Time, Inc., will tell why that organiza- 
tion is shortly to bring out a new pub- 
lication which will consist entirely of 
pictures. It is one of the most discussed 
publishing enterprises in recent years. 
Kenneth A. Goode, advertising consult- 
ant, will talk at the Monday night din- 
ner. Deputy Police Commissioner Har- 
old Fowler of New York will discuss the 
city’s big current safety drive. 

J. A. Robinson, insurance manager of 
McKesson & Robbins, will tell about 
the buyer’s point of view toward all 
forms of insurance. Also on the pro- 
gram is Albert A. Haase, vice-president 
and director of sales for Rogers-Kellogg- 
Stillson, Inc., formerly managing direc- 
tor of the Association of National Ad- 
vertisers and associate editor of Printers’ 
Ink. W. S. Townsend will explain copy- 
testing in evaluing advertising effective- 
ness. 

This is the third successive year the 
Ad Conference has met at Rye. Pro- 





OPPORTUNITY 
Is Knocking! 


It is POUNDING on the 
doors of Men who are 
willing to pay the price 
of success. 


Vv wv 


successful general agents. 


vision, perseverance. 





BANKERS NATIONAL LIFE Insurance Company, the 
Company that reached 75, millions in 8 years, offers the 
opportunity of a lifetime to good men who want to be 


Big success carries a corresponding price tag. The price is work, initiative, 


If you feel there is no further opportunity for growth in your present 
connection; if you have a.record of $100,000 of paid-for personal produc- 
tion in 1935; if you have family, responsibilities and a residence in either 
Pennsylvania, New Jersey, Ohio, Rhode Island, Maryland or Delaware, you 
are one of the men we want to talk to at once. 


Address WILLIAM J. SIEGER 
Vice President & Superintendent of Agencies 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


Montclair, New Jersey 

















1935 
WAS A GOOD YEAR 


In the eighty-eight year history of the 
Union Mutual Life Insurance Company, 


Portland, Maine, the year 1935 was 
outstanding: 
New Insurance Increased... 44,4, 
Total Life Insurance Increased. 10%, 
Total Income Increased... 20%, 
Assets Increased... 42%, 
Surplus for Policyholders 
SEE 124%, 


First four months of this year indicate 
that 1936 will be an even better year 
for this soundly managed, progressive 
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gram chairmen this year were David C. 
Gibson, Maryland Casualty, and W. Les- 
lie Lewis, Agricultural. Clarence A. 
Palmer, Insurance Co. of North America, 
is president and will be toastmaster at 
the annual dinner. 

Life Group Topics 

The life group meeting will be under 
the chairmanship of Arthur A. Fisk of 
the Prudential, while the fire and casu- 
alty group will be conducted by Ray C. 
Dreher of the Boston and Harold Taylor 
of the American. 

The following subjects will be discuss- 
ed at the life group meeting: 

“Women’s reaction to life insurance 
buying”—J. A. Peirce, John Hancock 
Mutual Life Ins. Co. 

“Selling methods’—Harold Taylor, 
General Agent, Mutual Life Insurance 
Company. 

“Color advertising”’—C. Thieman, New 
York Life Insurance Co. 

“National magazine advertising”—Ar- 
thur H. Reddall, Equitable Life Assur- 
ance Society of the United States. 

“Agency .compensation, rates, media, 
etc.”—Arthur A. Fisk, Prudential. 

“Frontier safety work”—R. C. Rich- 
ards, Atlantic Life Insurance Co. 
“Insurance paper costs’—Mrs. Nora 
Vincent Paul, vice-president, The Na- 
tional Underwriter. 

“Planning 1937 magazine advertising 
schedules”—Frank E. Hammer, Frank 
Presbrey Company. 

“Health advertising”—Stuart Benedict, 
Metropolitan Life Insurance Company. 

The 1937 Life Insurance Week will 
also be discussed. 

Fire Group Topics 

Among the topics to be considered by 
the fire-casualty delegates will be the 
questions of controlled circulation, how 
agents may be helped by advertising, the 
lessening of waste, the subject of printed 
matter for the use of agents and the 
value of house organs to the agency 
force. 

On Tuesday evening a gala dinner will 
be served with the president’s reception 
preceding the dinner. Frank Ennis of 
America Fore is chairman of the ‘dinner’ 
committee. e 

An invitation has been sent to J. C. 
Furnas, author of the famous article 
“And Sudden Death” to attend the din- 
ner on Tuesday night. 

New methods of reproduction of ad- 
vertising will be displayed by the com- 
panies. The exhibits committee under 
the direction of A. Wilbur Nelson, pub- 
licity manager of the National Board of 
Fire Underwriters, will show the latest 
designs in insurance literature. 

The annual election of officers will take 
place on Wednesday morning and the 
convention will close with a luncheon in 
honor of the new officers. 
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A POSITIVE APPROACH 
b TO THE SAFETY PROBLEM 





7 
w 
Y icture Yourself as the Safe Driver’, a book whose 
illustrations put you right into the driver’s seat and send 

S you off on a safe journey, is the latest contribution of 
> (A, 
a the John Hancock Company to the highway safety 
inder movement. 
k of 
~aSu- ‘ . ° oo ° 
7c Published in the belief that the positive attitude 
7 toward safety can impress those whom the horror appeal 
ance 
a cannot reach, this little booklet is receiving the endorse- 
ylor, 
_ ment of highway safety authorities the country over. 
New 
os We are glad to send copies to interested members of 
ae the insurance fraternity. Address your request to the 
‘ich- 
Nora Publicity Department, 197 Clarendon Street, Boston, 

a- 
sing Massachusetts. 
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y- 
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Hardin’s Tribute to E. E. Rhodes 


In the August issue of The Pelican, 
agency publication of the Mutual Benefit, 
President John R. Hardin writes the 
following tribute to Vice-President E. E 
Rhodes. 

His modesty shrouds in shadow his 
personal recollection of his earlier years 
with the Mutual Benefit, but we have 
his own word that the desire of em- 
ployment and the love of mathematics 
sent Edward E. Rhodes, as his high 
school days were closing, to President 
Amzi Dodd. A kindly reception and an 
examination by Mathematician Bloom- 
field Miller resulted on August 3, 1886, 
in assignment to a desk in the home 
office and a permanent place in the com- 
pany’s service. 

During the years that have intervened 
the discerning judgment of the boy's 
sponsors has been revealed, as his tal- 
ents and industry have progressively ad- 
vanced him to high place in company 
leadership. Beginning in close assocta- 
tion with the distinguished actuary who 
was also an executive, his training was 
not limited to mathematics. After an 
apprenticeship as assistant mathemati- 
cian he became, on the death of his 
chief, in April, 1905, mathematician, a 
competent successor to a long line of 
distinguished predecessors. He was elect- 
ed a vice-president in 1908 and a director 
in 1912. Although laying aside, under 
the pressure of general executive duties, 
the title of mathematician in 1919, he 
remained and still continues the advisory 
leader in the company’s actuarial activi- 
ties and decisions. 

Contribution to the Company 

Mr. Rhodes has been, through a half 
century, a master maker of company 
history and is justly credited with much 
that has made his company greater in 
stature and stronger in beneficient pro- 
tection of its members. Throughout he 
has been faithful to the ideals of mutu- 
ality and conservatism impressed upon 
him in his youth. His original thinking 
has been sound and productive. He 
has been open minded to new ideas but 
firm in decision of acceptance or rejec- 
tion. He has fortified the right of the 
Mutual Benefit to its traditional claim 
that it is a policyholders’ company. 

Nor has his accomplishment been sole- 
ly within his own company. His influ- 
ence has extended into the general field 
of life insurance. He is associated in 
the membership of many groups, national 
in scope, allied with the life insurance 
business. As a legislative advisor in the 
fields of supervision and taxation his 
recommendations have been given weight 
by his independence of thought and 
leneth of vision. As an actuarial mem- 
ber of the Medico Actuarial Investiga- 
tion he was a valuable collaborator. 
He has been honored by the actuaries 
of the United States by the presidency 
of the Actuarial Society of America, and 
distinguished abroad by election as a 
Fellow of the Institute of Actuaries of 
Great Britain, after enabling action by 
the Privy Council. 

His Broader Services 

Additionally, he has not been unmind- 
ful of the duties of good citizenship in 
the discharge of civic and community 
responsibility. A lover of books, he en- 
joys the contacts and friendships of lit- 
erary companionship. He finds relaxa- 
tion and exercise in indoor and outdoor 
activities not conflicting with serious at- 
tention to the business of life insurance. 

The attainment of a half century in 
the company’s service by Edward E. 
Rhodes is interesting in itself as a per- 
sonal accomplishment in a life-time spent 
in truly philanthropic well doing. But, 
from the company’s standpoint, this an- 
niversary is of significant importance. 
Because his life work was begun in 
early youth, this extraordinary anniver- 
sary attracts honor to a man still in 
the fullest vigor of mind and body with 
years of usefulness yet to be fulfilled. 
Notwithstanding his importance within 


his own company and his wide reputa- 
tion in insurance without his own com- 
pany, he is the most modest of men, and 
his face was determinedly set against 
any sort of attention to the golden an- 
niversary of his union with the Mutual 
3enefit. Recently, at the agents’ con- 
vention at White Sulphur, all the gen- 
eral agents and soliciting agents took 
note of his fifty years of company ser- 
vice by the presentation of an illumi- 
nated testimonial, to be forever prized 
for the depth of its sentiment and the 
beauty of its design. Before that event 
he had been adamant in his refusal to 
consider any company proposal com- 
memorating this anniversary. After the 
field forces of the company had given 
him this remarkable evidence of their 
regard and affection, he was urged by 
many of them to give permission to put 
on a production campaign. He has al- 
ways been, and still is, responsive to the 
call of the Mutual Benefit and he has 
yielded to agency persuasion, not in any 
sense for personal gratification or for 
enlargement of individual reputation, but 
because of loyalty to the Mutual Ben- 
efit. That most gratifies him which 
counts for company benefit. 





Acacia Mutual Life Issues 


First Contract on a Woman 

Its first policy on the life of a woman 
has just been issued by the Acacia Mu- 
tual Life. The distinction of being 
Acacia’s Number 1 woman policyholder 
is held by Mrs. D. G. Kessler of Wash- 
ington, D. C. The contract was written 
by D. M. Crouch, agent in the District 
of Columbia agency. 

President William Montgomery per- 
sonally presented the policy and con- 
gratulated both Mrs. Kessler and Mr. 
Crouch on this unique honor. 

Announcement that Acacia would start 
immediately to accept applications from 
women, ages 16 to 50 inclusive, was made 
by President Montgomery at the recent 
Agents’ Dedication Convention which 
was held at the new home office building 
in Washington. It was also announced 
that the age limit for male risks had 
been lowered from age 18 to age 16, the 
other limit for male risks remaining at 
age 65 as heretofore. ‘ 





CHANGE CONVERSION COST 

The Minnesota Mutual Life has made 
readjustments in the cost of conversion 
of its Special Reconstruction Policy, the 
change being effective September 1. 


H. J. Johnson Agency Has 
Its Fourth Convention 


The Holgar J. Johnson agency, Penn 
Mutual Life in Pittsburgh, held its 
fourth annual convention at the Bedford 
Springs Hotel, Bedford Springs, Pa., re- 
cently. Two guest speakers were Os- 
borne Bethea, general agent for the 
Penn Mutual in New York City, and 
C. Vivian Anderson, million-dollar pro- 
ducer of the Provident Mutual in Cin- 
cinnati and former president of the Na- 
tional Association of Life Underwriters. 
Mr. Johnson and Eric G. Johnson, asso- 
ciate general agent, were also on the 
speaking program. Eighty members of 
the agency organization were present. 

“Courageous Selling” was the theme. 
Mr. Bethea discussed prospecting and 
held an open forum; Mr. Anderson 
talked on income selling and also held 
an open forum. H. G. Johnson’s main 
topic was “Trends in Tomorrow’s Sell- 
ing” and Eric Johnson’s talk dealt with 
“Courageous Selling Through Perfected 
Technique.” 

Prizes were awarded in various sports 
tournaments. 





UNEMPLOYED ACT CHANGES 

Employers affected by the New York 
State Unemployment Insurance Law re- 
ceived last week two new official in- 
structions, according to Glenn A. Bow- 
ers, director of placement and employ- 
ment insurance of the State Department 
of Labor. The instructions, which have 
been approved by Elmer F. Andrews, 
Industrial Commissioner, and are num- 
bered 4 and 5, deal with changes in the 
time of reporting and payment of contri- 
butions pertaining to certain classes of 
employers, and with the issuance and 
uses of employers’ registration numbers. 





FULLER TO TEACH COURSE 


Henry C. Fuller, Sr., C.L.U., special 
agent of the Northwestern Mutual Life 
in the Victor M. Stamm home office 
general agency at Milwaukee, has been 
selected to conduct the course in life 
insurance salesmanship being instituted 
in the Milwaukee center of the Univer- 
sity of Wisconsin Extension Division 
this Fall. 





WHITE AGENCY CONVENTION 


The E. F. White agency of the Con- 
necticut Mutual held its own convention 
in Dallas, Texas, at the Baker Hotel last 
week. A feature was a large number of 
demonstration sales. The agency has 
offices at Dallas and Fort Worth but 
covers the entire state. 





DONALD C. KEANE G. A. 


TOM BRENNAN 
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TODAY 


TOMORROW 


-Organized Service- 
THE KEANE AGENCY 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 


CH 4-2384 225 WEsT 34 STREET 


“MINUTE MEN” 


JACK FAIRWEATHER 


R. D. LICHTERMANN ASSOC. 


CHET LEROY 
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Conn. Average Policy 
Went Up During 1935 


REPORT OF THE COMMISSIONER 





Connecticut Companies Wrote 19% of 
All Ordinary Business in That 
State; 10% in Country 





Fewer policies but for larger amounts 
were issued in Connecticut during 1935 
according to the annual report of Insur- 
ance Commissioner John C. Blackall 
There were 79,239 Ordinary policies js- 
sued to Connecticut residents, 4,389 less 
than during last year. The average 
policy was for $1,907 compared with 
$1,772 the year before and reverses 
downward trend for the previous few 
years. 

Life insurance of all kinds—Ordinary 
Industrial and Group—written on the 
lives of Connecticut residents in 1935 
amounted to $282,107,621, compared with 
a total of $291,729,052 written in 1934 
A decrease of $11,429,973 in new indus- 
trial life insurance written in the state 
approximately accounts for this differ- 
ence. 

New Industrial life insurance written 
in 1935 in Connecticut totaled $84,788,628 
compared with $96,218,601 issued in 1934 
a decrease of 11.88%. No Connecticut 
life insurance company writes this class 
of business. 

The Connecticut Insurance Depart- 
ment’s report covers the 1935 under- 
writing and investment experience of the 
forty-six life insurance companies which 
were licensed to do business in Connecti- 
cut in 1935 and is based on their annual 
statements filed with the department as 
of December 31, 1935. 

Total life insurance in force (except 
Group) in the forty-six companies for 
the entire country at the end of 1935 
was $76,274,464,941, compared with $74,- 
569,838,173 at the end of 1934 and $75,- 
012,879,475 at the end of 1933 indicating 
another reversal of a trend and reflecting 
improved economic conditions. The 
Connecticut companies had a total of 
$6,847,140,304 in force as of December 
31, 1935, compared with $6,835,794,617 as 
of December 31, 1934. 


What Home State Co.’s Wrote 


The Connecticut companies wrote 
18.88% of all the Ordinary life insur- 
ance issued in Connecticut in 1935 and 
at the end of the year had 24.84% of 
such insurance in force in Connecticut. 
They wrote 10.27% of the new Ordinary 
life insurance written throughout the 
country by all reporting companies in 
1935, and on December 31, 1935, had 
11.22% of the total Ordinary life insur- 
ance in force in all the companies. As 
of December 31, 1935, they had 35.55% 
of the Group insurance in force in all 
the reporting companies, and 69.95% of 
the Group insurance in force in Con- 
necticut. 

The following companies were the 
leaders in new Ordinary business issued 
in Connecticut in 1935: 








Metropolitan Life ..........csccee. $37,428,358 
Prudential of America............ 25,371,273 
John Hancock Mutual.. 12,511,625 
ML, in ctagudivekk Gicemand aera ,565,431 
Connecticut General ...........+. 6,512,087 
DE NE wv. ci.a cnswecseedeue 6,228,269 


The leaders from the standpoint of 
Ordinary life insurance in force in Con- 
necticut as of December 31, 1935, were 
as follows: 

Metropolitan Life ......ccccccccee $307,250,557 
Prudential of America........... 138,889, 
BEE. cicevakcccavé 

John Hancock ...... 

Connecticut General 
Aetna Life 


eee eee eee ee ee 





GERMAN SIX-MONTH GAINS 


New business of German companies 
belonging to the Union of Life Under- 
writers during the first six months of 
1936 was as follows: Ordinary policies 
to the number of 174,792 and volume of 
RM_ 639,000,000 were written, compared 
with 163,762 for RM 571,000,000. Indus- 
trial policies to the number of 1,003,653 
for RM 404,000,000 as compared with 
1,122,531 for RM 422,000,000 in that period 
last year. 
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Selling “I’o Hollywood Stars 


It’s a Low-Pressure Business, According to New York Life’s 


Leader; Rules Hold Good for Other People, Too 


By Benjamin Leven 
New York Life, Los Angeles, President 1936 Top Club 


(Benjamin Leven of Los Angeles, who 
writes moving picture stars, authors, ex- 
scutives and technicians, 1s the new presi- 
dent of the New York Life’s Top Club, 
having sold over $2,000,000 in business 
last year. In this article prepared for the 
Nylic Review, he tells how he works.) 


Most of my clients are Hollywood's 
movie stars, writers, directors, execu- 
tives and technicians. They may not 
be “average prospects” in the ordinary 
sense, but they are human beings and 
have usually been sold by methods which 
would be effective with people in the 
other towns and cities of this country. 

One of the strongest elements that has 
helped change Hollywood from a syn- 
onym for wild extravagance has been 
life insurance. Movie stars have learned 
that those huge salaries couldn’t go on 
forever. Many suffered great financial 
losses in their investments during the 
crash, or were led close to bankruptcy 
by “going into business” on the out- 
side. 

The community now is completely en- 
dowment-insurance and annuity minded. 
But they had to be sold the idea, as has 
been the case elsewhere. They did not 
come to buy “over the counter.” They 
needed someone to see them and tell 
them. And what success I have had has 
been based on my activity in this en- 
deavor. It was not easy at first to in- 
terest film people in life insurance. They 
are primarily artists rather than bust- 
ness people, and, absorbed in their work, 
seldom think far into the future. 

For one thing, they have to be ap- 
proached at different hours. You can’t 
talk insurance in the early morning to 
a film star who leaps out of bed to put 
on make-up and a wedding gown so 
that she can be at the studio at 8 am, 
ready to play a marriage scene. Nor 
sell 20-Year Endowment then to a di- 
rector whose mind is filled with camera 
angles and who is wondering where to 
put the 850 extras he has called as 
guests for the ceremony. 


His Selling Code Unusual 


I had to devise my own list of things 
to do and things not to do. 

Here are some of them: 

Don’t high-pressure anyone. In Holly- 
wood this is resented more than any- 
thing else. Maybe it’s because they work 
under such high-pressure. 

Arrange interviews by appointment 
when the prospect is free to talk without 
interruption, in suitable surroundings. 

Don’t mention death, nor use “scare” 
salesmanship methods. Rather, concen- 
trate on the “happiness for the future” 
angle, 

Don’t ask for “leads.” 

Avoid people without money or with- 
out prospects of making money. 

Don’t try to sell myself at the expense 
of another insurance man who has al- 
ready started to sell the prospect. There 
are enough prospects for all of us. 

Think of the client’s problems; not 
of the commission. 


_ These rules have guided my steps dur- * 


ing the several years I have sold New 
York Life insurance. I have found them 
to be the right ones for Hollywood and 
believe that most of them would work 
elsewhere. Let me interpret them fur- 
ther and add a few additional thoughts: 

Nn my experience it has not proved 
advisable to try to rush prospects off 
their feet. A certain amount of patience 
pays. I have a most competent secre- 
‘ary who arranges appointment for me. 
Sometimes I have waited as long as a 
year until I saw a prospect: In the 
meantime I attempted to arouse the 


man’s interest or curiosity and studied 
his case thoroughly. And I usually got 
the app and the check. 

I make it a point not to talk too much 
about my business. It can be overdone. 
Usually I start business interviews with 
conversation about something of general 
interest, letting life insurance enter the 
picture gradually. One time I traveled 
across the country with a man who I 
knew was a splendid prospect. We wer: 
constant companions for four days, and 
I never mentioned insurance. When we 
parted we exchanged cards. Soon after, 
he called me to his office and signed up 
for a large policy. The chief point in 
my favor was that I had “taken it easy” 
with him. 

Personal Advertising In Hollywood 

Publications 


Advertising about twice a month in 
four Hollywood publications which are 
read by the movie colony has helped me 
become well known. Each advertisement 
is a column in length and traces the 
career of one of my clients, done in a 
style similar to that of the magazine 
Time. The last paragraph usually tells 
the reason why the client has purchased 
insurance and why he has purchased it 
through me. 

I do not expect to get direct results 
from these ads. In fact, sometimes even 
my address or telephone number is 
omitted. Their greatest value is that 
they are so readable that many people 
scarcely realize they are advertisements. 
When they reach the end, they discover 





to Brokers. 
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MR. BROKER 


Do you know how many cases you lost because you did not have the facilities 
to properly Audit and Program your prospect’s insurance? 
We offer Audit and Program service complete in every respect without charge 


A Special Opportunity for a Special Class 


MATTHEW J. LAUER AGENCY 


CONTINENTAL AMERICAN LIFE INSURANCE CO. 
10 East 40th Street, New York 


For information call 
Lexington 2-5770 


A Delaware Corporation 


Sam Sapirstein 








they have just finishd an insurance ad— 
and liked it. 

Therefore, when my secretary tele- 
phones and asks for an appointment, 
they know who I am, they realize that 
I have the confidence of others prom- 
inent in their profession, and they are 
interested in hearing what I propose 
to do about their future. 

While I never ask a client to recom- 
ment me to others or give me leads, 
I rarely fail to get these leads and 
recommendations just the same. I con- 
vince clients that what I am doing is 
for their good and they soon see that 
I am right. Their next step is to intro- 
duce me voluntarily to friends and as- 
sociates and many times I have had the 
pleasure of seeing a satisfied client act 
as a super-salesman for me. 

When I find that a prospect has al- 
ready discussed policies with another 
insurance man, I don’t merely drop out. 
I try to put in a good word for the 
other man and make his task easier and 
his success more sure. I feel that this 
can do a lot of good for the whole cause 
of insurance, and like to think that the 
other insurance man may some day help 
me in a like manner. 

Because I have made it a practice to 
sell men policies which suit their require- 
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THE HISTORY of LIFE INSURANCE is a glori- 
ous tale of Man's endeavour to meet his 
greatest instinctive need—Security. To 
this end, the system of mutual co-operation 
known as Life Insurance has been evolved 
through the ages and, to-day, stands tested 

and proved beyond doubt, having with- 
¢ the storms of human affliction 

and economic disaster with unimpaired 


THIS GREAT MISSION of PROTECTION has 
rendered service to humanity beyond esti- 
mate, and the Sun Life is proud of its 
Sixty-five years partnership in a business 
of such exemplary record and tradition. 
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THERE'S A SUN LIFE POLICY FOR EVERYONE 





ments, even though I could oftentimes 
sell them insurance netting me a larger 
commission, many of the stars are my 
friends and respect my _ insurance 
opinions. 





GENERAL MUTUAL AGENTS MEET 


Van Wert, Ohio, Co. Now on General 
Agency Basis; Plans Expansion; 
Has 500% Increase in Month 
The General Mutual Life of Van 
Wert, Ohio, member of a fleet of com- 
panies there which includes the Central 
Manufacturers Mutual (fire) and the 
Ohio Underwriters Mutual Fire, held a 
two-day convention recently at the home 
office with eighty-five agents in attend- 
ance. The company, which is licensed 
in Ohio, Illinois and District of Colum- 
bia, has recently gone on a _ genera! 
agency basis and is planning to expand 
its field force. It is expected to hold a 

second convention next year. 

A special campaign was held the 
month before the convention and result- 
ed in an increase of 500% in new busi- 
ness in comparison to the corresponding 
period of 1935. C. E. Lindemann, super- 
intendent of agencies, presided at the 
meetings. 

The Van Wert fleet is allied with the 
James S. Kemper group of Chicago. 


GRANT TAGGART’S PRODUCTION 











$339,000 During August; Western Star to 

Make Speaking Tour Through East 

After Boston Convention 

Again leading all agents of his com- 
pany Grant Taggart, California-Western 
States Life representative at Cowley, 
Wyoming, submitted forty-four applica- 
tions during the month of August total- 
ing $339,000. A life member of the Mil- 
lion Dollar Round Table, 95% of his 
applications are on’ the annual premium 
basis and his total of rejections and “not 
taken” policies consistently less than 
15%. 
Mr. Taggart is scheduled to conduct 
a seminar on the topic “Volume Through 
Many Applications” at the National As- 
sociation of Life Underwriters’ conven- 
tion at Boston this month. Following 
this meeting he is to make a tour of 
several eastern states under the spon- 
sorship of the National Association and 
will speak at special meetings of the 
various Life Underwriters Associations 
and will also address the Sales Congress 
at Peoria on October 9. 


COLLEGE LEADER JOINS AGENCY 

A recent addition to the Fred M. Mc- 
Millan agency for the Penn Mutual Life 
at Los Angeles is H. Eames Bishop, age 
21, who came to California four years 
ago from Florida to attend the Univer- 
sity of Southern California. He gradu- 
ated this year and was awarded the 
Trojan diamond medal for bringing more 
prestige to the university than any 
other student. 


CHARTER CAPITAL CITY LIFE 
The Capital City Life, Raleigh, N. C., 








| ° 
has been chartered to transact Industrial 


and Ordinary life insurance business. 
Authorized capital is $500,000 and sur- 
plus already subscribed is more than 
$200,000, according to announcement. 
Irving F. Hall of Raleigh, president of 
the Atlantic Joint Stock Land Bank, will 
be president. 
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Pusminent Texans To 
Explain Investments 


AT A. L. C. FINANCIAL SECTION 





Head of Texas Centennial, Bankers and 
Investment Officers to Speak at Dal- 
las Sessions; Section Program 


Investment problems of the Southwest 
found in the life insurance company port- 
largely -will be the theme of 
the annual meeting of the Financial Sec- 
tion of the American Life Convention to 
be held at Dallas October 13. 
Southwestern financial men outside the 





folio very 


Several 


life insurance business have been invited 
to contribute their views. Harry V. 
Wade, vice-president in charge of opera- 
tions of the American United Life of 
Indianapolis and chairman of the section, 
will preside. J. E. McPherson, treasurer 
of the Business Men’s Assurance Co., 
Kansas City, Mo., is secretary of the 
Section. 

Chairman Wade will open the session 
at 9:30 a. m. with his chairman’s address, 
which will be a summing up of invest- 
ment questions with special reference to 
the highlights of the Section’s program. 
C. D. Simmons, investment officer of the 
University of Texas, Austin, Tex., will 
then discuss “Texas Municipal Bonds.” 
Owen M. Murray, president of the Mur- 
ray Investment Co. of Dallas, will take 
up “Proper Relationship Between the 
Mortgage Loan Correspondent and the 
Life Insurance Company.” 

“Qualifications of a Utility 
missible to the Texas Robertson Law” 
will be discussed by Fred F. Florence, 
president of the Republic National Bank 
& Trust Co. and also president of the 
Texas Centennial! Exposition at Dallas. 

After luncheon Nathan Adams, presi- 
dent of the First National Bank of Dal- 
las, will talk on “Southwestern Railroad 
Securities.” There will be discussion of 
this paper and the general subject, then 
Donald O’Neil, president of the Donald 


To Be Ad- 


O’Neil Investment Co. of Dallas, will 
take up “Investment Status of Texas 
Municipals,” which, as with the other 


papers, will be discussed by the financial 
officers. 

The program will end with a round 
table discussion of Southwestern farm 
mortgages, with T. M. Lucas, loan officer 
of the Southwestern Life, and Harry 
Seay, Jr., treasurer of the Southland 
Life, in charge. The annual business ses- 
sion and election of officers for the new 
year will wind up the meeting. 

Schedule For All A. L. C. Meetings 

The thirty-first annual meeting of the 
American Life Convention, starting with 
the Legal Section on Monday and Tues- 
day, will run through Friday. There will 
be general sessions on Wednesday and 
Thursday and a final general session Fri- 
day morning devoted to the program of 
the Agency Section. The Industrial Sec- 
tion will meet Thursday. 

The executive session of the Conven- 
tion will be held starting at 2 p. m. Fri- 
day, reports of committees being given, 
business considered and new officers 
elected. The annual Convention dinner 
will be held Wednesday night at the 
Dallas Country Club. A golf tournament 
will be held Monday and Tuesday at the 
Brook Hollow Golf Club. Henry Abels, 
vice-president of the Franklin Life, the 
perennial golf chairman, is in charge. 





WAS CONVENTION BOAT 


The steamer Romance, sunk this week, 
was to have carried National Association 
convention delegates on a trip around 
Boston harbor. The committee will 
make new plans. 


WOODWARD and FONDILLER, Inc. 


@ Consulting Actuaries @ 


90 John Street, New York 
Telephone Beekman 3-6799 











American United Life 
Plans For Expansion 


PRINTING MERGER CONTRACT 





No Money from Assets Will Be Used to 
Retire Stock of American Central; 
What Investments Co. Will Have 





Rapid progress is being made in re- 
gard to the merger between the Amer- 
ican Central Life and the United Mutual 
Life, both of Indianapolis. 

Formal printing of the merger con- 
tract has not yet been completed but it 
is expected that the joint agreement will 
be available within the next ten days. 

No money is to be taken from the 
assets of either of the merging compa- 
nies in connection with the retirement 
of the stock of the American Central 
either now or at any future time. The 
stock of the American Central will be 
retired over a period of years out of 
certain savings rising solely from the 
business of the American Central. Simi- 
lar savings accrued out of the business 
from the United Mutual will remain in 
the treasury of the new company. 

The new American United Life will 
have a well rounded, balanced group of 
assets of which gray 50% will 
be in government bonds, 8.3% will be 
in mortgage loans, 4 of one per cent 
will be in industrial bonds, 4.69% in rail- 
road bonds, 6.71% in public utilities, 8.3% 
in mortgage loans, and 11.17% in real 
estate. 

The new company plans an active 
agency campaign. It is contemplated 
that the territory now covered by the 
separate companies will be enlarged and 
many new agencies added. An active 
advertising campaign in trade journals, 
general magazines, newspaper, radio and 
outdoor advertising will be entered into. 

The agency organization of the Amer- 
ican Central has been established for a 
number of years. The United Mutual 
agency organization is a younger plant 
but during the first six months of this 
year showed a large increase of insur- 
ance in force and 124% gain in com- 
parison to that of a year ago. 





LINCOLN INCOME LIFE FORMED 





New Company Results from Merger of 
Lincoln Life & Accident and 
Income Life 

The Lincoln Life and Accident Co. of 
Oklahoma City, has merged with the 
Income Life of Louisville, Ky., and 
headquarters have been established at 
1469 South Fourth Street, Louisville. 
The merged companies will operate as 
the Lincoln Income Life, with P. K. 
Smith, former president of the Lincoln 
Life and Accident, as chairman of the 
board. A. L. Noe, former president of 
the Income Life, was elected president 
of the new organization. 

The capital structure involves a capi- 
tal, fully paid up, of $100,000 and approx- 
imately a fourth of a million dollars 
assets. It will operate as an old line, 
legal reserve company and write Or- 
dinary life and Industrial insurance. The 
current business in force is nearly 
$2,000,000 of Ordinary life and between 
$8,000 and $9,000 weekly Industrial in- 


surance premiums. 


KARSCH AUGUST LEADER 
The Samuel Karsch agency of the 
Equitable Society in New York City led 
the company’s metropolitan district 
agencies during August. 
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ARE YOU ANXIOUS TO ADVANCE? 
— HERE’S YOUR OPPORTUNITY — 


The Colonial Life Insurance Company 


— of America — 


— PUBLIC SERVANT SINCE 1897 — 


Operating in New Jersey—New York—Pennsylvania 
and Connecticut 


MAKE GOOD WITH A GOOD COMPANY 














Reduced Premium Rates 
* 
Increased Values 
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New Special Policies 
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Founded 1850 
654 Madison Avenue 
at 60th Street 
New York, N. Y. 
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GENERAL AGENT WRITES NOVEL 





“Christmas Again” by Hans Peter Grav- 
engaard of New England Mutual in 
Toledo Out This Month 

Hans Peter Gravengaard, general 
agent for the New England Mutual Life 
in Toledo, has written a novel, “Christ- 
mas Again,” which deals with the life of 
a little Danish boy who comes to this 
country to be adopted. It is published 
this month by Chapman & Grimes of 
Boston. 

Mr. Gravengaard is himself of Danish 
ancestry, his father being the Rev. N. P. 
Gravengaard, for many years president 
of the Danish Evangelical Lutheran 
Church of North America. The son, 
after graduation from the University of 
Nebraska, had five more years of college 
including theological and legal training. 
His summer vacations were used for 
selling books. 

In 1924 he joined the Aetna Life, was 
a producer in Syracuse and Boston. 
While in the home office he wrote a 
correspondence course, and went to Co- 
lumbus, Ohio, as general agent in 1926. 
He joined the New England Mutual as 
Toledo general agent in 1931. He has 
been president of both the Columbus and 
Toledo Life Underwriters Associations. 
He addressed the National Association 
convention in 1925 and has appeared on 
many other programs. 
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N. Y. Sales Congress Oct. 8 


The Sales Congress of the Life Un- 
derwriters Association of New York will 
be held October 8 It will run all day, 
and be the first meeting of the season. 





UNION CENTRAL NEXT WEEK 

The Union Central Life will hold its 
third annual $250,000 Club convention 
at White Sulphur Springs September 
14, 15 and 16. Approximately 400 agents, 
managers, home office officials and wives 
will attend. President of the convention 
for 1936 is Arthur A. Ebenstein of the 
Mark S. Trueblood Agency, Los An- 
geles. Mr. Ebenstein, who won fame 
through an Associated Press story sev- 
eral months ago in which he was called 
“insurance advisor to the film colony,’ 
has been with The Union Central little 
more than a year. Vice-president, a 
man who has been with the company for 
less than a full year and who is likewise 
new to the profession of life underwrit- 
ing, is Paul Leinbach of Reading, Pa. a 
member of the Harry Newman organi- 
zation in Philadelphia. 

C. B. Knight agency, New York, will 
have the largest delegation. 
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Top L. to R.: 


George H. Wilson, Vice-President and General Counsel; 


Frank 


H. Sykes, Vice-President and Manager of Agencies; Walter L. Talbot, President; 


J. R. Sykes, Vice-President and Comptroller. 


Bottom L. to R.: Leaders Club 


Officers—D. J. Cranston, Chicago, Second Vice-President; R. J. Campbell, Altoona, 
Vice-President; J. E. FitzGerald, San Francisco, President; S. H. Gettis, Washing- 


ton, D. C., Secretary. 


At the Fidelity Mutual Life Leaders’ 
Club convention in Hot Springs, Va., 
last week, awards were presented to 
various leaders. Eugene M. Horn of 
Harrisburg was the application-a-week 
leader with 442 weeks to his credit. Other 
leaders are J. M. Dunn, Wheeling; Y. C. 
Calvert, Columbia, S. C.; Sidney Rice, 
Indianapolis; and Donald Nash, Chicago. 

The Library Award, made by the 


Managers Association to the office which 
scores the highest percentage increase 
based on number of agents qualified for 
the convention, went to the Paul John- 
son agency of Cincinnati. The Heron 
Trophy for increase in cash premium 
settlements went to Donald Cranston of 
Chicago. The President’s Trophy for 
high persistency was won by H. F. 
Wooster of Albany. 





LOS ANGELES C. L. U.’S 


The Los Angeles Chartered Life Un- 
derwriters had a full day recently. Dr. 
David McCahan addressed a joint break- 
fast meeting of the Life Underwriters 
Association and the C. L. U.’s. Dr. Rufus 
Kleinshmidt of the University of South- 
ern California also addressed the meet- 
ing. A _ special luncheon meeting was 
held by the C. L. U.’s managers and as- 
sistants. 


What Is A Capitalist? 


(Continued from Page 3) 
secure places in which to live because of 
mortgage monies placed at their dis- 
posal from these accumulated funds. 
Other great corporations have added 
immeasurably to the richness of Ameri- 
can living. They have supplied desir- 
able, material things. Year by year 
prices have been reduced, until the lux- 
uries of yesterday are enjoyed by the 
average individual today. The auto- 
mobile, the radio, the electric refrigera- 
tor are but a few examples. The in- 
genuity and the resourcefulness of an 
unhampered industry seem to know no 
bounds. New inventions, new labor-sav- 
ing devices, unheard-of products will, in 
their turn, be placed at the disposal of 
all. That is the American way. 


Capitalism and Progress 


But all these things are possible be- 
cause the average American is, at heart, 
a capitalist . . . because he has the in- 
stinct strong in ‘him to save, to conserve 
and expand his purchasing power, to 
build his life upon the rock of financial 
independence and stability. 

Through life insurance and savings 
accounts the American people have made 
themselves the richest nation in the 
world in funds conserved for their pres- 
ent and future protection. 

Life insurance companies and savings 
banks have been called “Great Corpora- 
tions of Little People.” Through them 
the average man has become a capitalist 

. to his own strength and content- 
ment ... and vastly to the strength of 
the nation! 





CONTINENTAL-AMERICAN MEETS 


At Swampscott This Week for Annual 
mvention; Went On Boat 
from New York City 

Continental-American agents set sail 
from New York Wednesday night en 
route to Swampscott for the company’s 
annual convention which will last 
through Sunday, meeting at the New 
Ocean House. From Boston the conven- 
tioneers went to Swampscott by bus. 
Today the delegates are to take a trip 
through some historic sections of New 
England. Business sessions will be re- 
ported in The Eastern Underwriter next 
week. 


MANAGER AT NEWPORT NEWS 
R. E. Williams, formerly agency 
supervisor, Life Insurance Co. of Vir- 
ginia, has been appointed manager of 
the company’s ordinary agency at New- 
port News. He _ succeeds the late 
Thomas B. Jones who died August 11. 
Mr. Williams entered the company’s 
service in 1911 as an agent in the New- 
port News agency. 


WOFFORD GAINS 170% 








The Prudential office at 90 John 
Street, New York, Harris L. Wofford 
manager, paid for $543,013 during Au- 


gust which was a 170% increase over 
August of 1935. 

















OUR LEADERS 


|. Low Cost Preferred Risk 
Ordinary Life—Family Income—Adjustment 


2. Retirement Income Endowments 
Income @ 55, 60, 65 or 70 
3. Juvenile Education Endowments 


4. Attractive General Agent's Contract 


PHILADELPHIA LIFE INSURANCE COMPANY 
111 N. Broad Street, Philadelphia, Pa. 
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from birth to 65 next birthday. 


Basil S. Walsh 
President 


INDEPENDENCE SQUARE, 





THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance. 
Modern policies are issued, on both Industrial and Ordinary plans, 


A POLICY FOR EVERY PURSE AND PURPOSE 


Joseph L. Durkin 
Secretary 


John J. Gallagher 


Treasurer 


PHILADELPHIA, PENNA. 








Office Machinery Display Will 
Feature L.O.M. A. Annual Meeting 


The office appliance exhibit will be one 
of the important features of the annual 
conference of the Life Office Manage- 
ment 
from September 30 to October 3. Seven- 
teen manufacturers have been invited to 
participate in the exhibit, a large section 
of the main floor of the Wardman Park 
Hotel in Washington will be used for 
the display, and the first day of the con- 
ference has been set aside as “Office 
Machinery Exhibit Day.” 

A special brochure, a directory of ex- 
hibits, has been prepared by the Life 
Office Management Association giving a 
page to each exhibitor and commenting 
on the equipment to be exhibited. A 
tribute is paid to these companies by the 
association in an introductory article 
entitled “Partners in Business.” It says 
in part: 

“The effective administration of a life 
insurance office comprehends the utiliza- 
tion of material and services furnished 
by a great variety of specialized agencies 
and organizations. Their objective is 
our objective, their measure of success 
is expressed in terms of our effective use 
of their services or products. They are 
truly partners in our business, deserving 
of our confidence, encouragement and 
assistance. - 

Program of Speakers Already 
Announced 

The program of speakers which in- 
cludes many prominent home office ex- 
ecutives has already been announced in 
The Eastern Underwriter. The first day 
the L. O. M. A. Institute educational 


Association in Washington, D. C.,, 


seminar will be held. The main program 
is devoted to a discussion of accounting 
methods and ways of reducing costs of 
home office operation. 

Latest developments in social security 
compliance procedure will be discussed 
by Col. Edward J. McCormack, assistant 
coordinator, Social Security Board, 
Washington. He will speak at the after- 
noon session October 1. The association 
banquet will be held that evening. Ap- 
proximately 275 delegates are expected. 





HARROP AGENCY MEETING 





Equitable Society Agency Hears Three 
Officials’ Messages at Lookout 
Mountain Conference 
Three home office executives of the 
Equitable Society were at the 1936 edu- 
cational conference of the V. J. Harrop 
Tennessee agency of the company, held 
last week at Lookout Mountain near 
Chattanooga. They were Second Vice- 
President A. G. Borden; Superintendent 
of Southern Agencies F. T. Limont and 
Salary Savings Division Manager Lloyd 
W. Klingman. Others on the program 
were Boyd W. Blevins, division Group 
manager, and F. W. Ragsdale, Group 

million-dollar producer. 

R. C. Green, district manager at Chat- 
tanooga, and Mrs. Green held open 
house at their home on Lookout Moun- 
tain one evening. 


MANHATTAN PAID-FOR UP 70% 

Manhattan Life reports that its new 
paid-for business for the month of 
August was up 70% over its July figure. 
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B E WISE 
“Sell Travelers Low Cost 
Life Insurance” 


45 John Street 


BE WISE .. . Mr. Insurance Broker 
Sell Travelers Guaranteed Low Cost 
Life Insurance NOW! 

Come in and See Mr. Groh and Let Him Show You How 


LOUIS REICHERT 


GENERAL AGENT, THE TRAVELERS INSURANCE CO. 
Phone: JOhn 4-3294 
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Book on Private Group 
Retirement Plans Out 


WRITER IS BIRCHARD E, WYATT 





On March 31, 1936, Group Annuity Plans 
of Eight Life Companies Covered 
349,000 Workers 





Birchard E. Wyatt of Washington has 
written a book, “Private Group Retire- 
ment Plans,” published by Graphic Arts 
Press, Inc., Washington, a contribution 
to the present day study of social insur- 
ance problems which deal with old age 
security. 

On December 31, 1933, the number of 
group annuity plans guaranteed and ad- 
ministered by eight of the most impor- 
tant life insurance companies, doing 95% 
of the group annuity business in the 
United States, totaled 226. Among the 
organizations which had established such 
plans were Pillsbury Flour Mills, New 
York Stock Exchange, Standard Oil Co. 
of New York, Quaker State Oil Refining 
Co., and many other large companies. 
The 226 plans covered 193,796 employes; 
the monthly benefits payable at retire- 
ment amounted to $8,435,297; and the 
average monthly annuity per employe 
was $43.53. By March 31, 1936, the 
number of group annuity plans admin- 
istered by the same eight life insurance 
companies had increased to approxi- 
mately 441 while the number of members 
had risen to about 349,000. 


In the last few years employers have 
been showing a rapidly growing interest 
in group annuity plans administered by 
life insurance companies, Mr. Wyatt 
says. This increased interest he attrib- 
utes to several factors: (1) most em- 
ployers have found their self-adminis- 
tered pension plans to be administra- 
tively and financially unsatisfactory; (2) 
the problem of providing for the super- 
annuated employe has become greater 
in the past few years because an in- 
creasing number of employes have 
reached retirement age each successive 
year; and furthermore, because the de- 
pression years have led some employers 
to lower the retirement age, in addition 
to dismissing some of their younger em- 
ployes during the period of industrial 
stagnation; (3) several life insurance 
companies have done a great deal of 
pioneer work in educating employers in 
the United States, both as to the ulti- 
mate cost of pension plans and the bene- 
fits that can be derived from them 
through employe and consumer good- 
will. Life insurance companies can to a 
large extent be credited with fostering 
the idea among employers that individ- 
ual annuity reserves should be set aside 
for every employe concurrently with the 
service rendered by him. 


“They have also brought to employers 
the realization that such plans are not a 
form of charity, but a necessary business 
expense, or, to put it another way, a 
method of accumulating an employe de- 
preciation reserve in order that super- 
annuated and therefore often inefficient, 
labor may be eliminated,” says the 
author. 

“The insurance company, with its di- 
versification of investments as to type, 
location and maturity, the variety of in- 
surance and annuity types handled by it, 
and its large number of policyholders 
and annuitants, is able to apply its an- 
nuity experience even to a small group 
and can assure its contract holders of 
at least the guaranteed rate of interest 
for the accumulation of their reserves. 
Probably no other organization is finan- 
cially equipped to do this with the same 
degree of certainty.” 





TO SELL BALCONY SEATS 

When the Cleveland Life Underwrit- 
ers Association hears Vash Young, 
noted author and insurance agent, Sep- 
tember 18, the balcony of the Hotel 
Statler ballroom will be open to those 
who do not attend the luncheon itself. 
Seats there will be free to association 
members, fifty cents to others. 


Equitable Society Plans 
Top Producers Meeting 


FOR NEW YORK DEPARTMENT 





At Magnolia, Mass., on September 20, 
21, 22; Home Office Executives 
to Attend 





Million dollar producers, half million 
and quarter million dollar agents from 
the New York Department of the Equi- 
table Society will hold a special confer- 
ence at the Ocean Side Hotel, Magnolia, 
Mass., on September 21, 22 and 23. Res- 
ervations have already been made for 
125 such producers. The meeting is 
timed and placed to be close to the Na- 
tional Association of Life Underwriters 
convention at Boston. 

The entire program for the meeting is 
in the form of a sales clinic for the big 
producer and will cover such topics as 
business insurance, insurance for tax 
purposes, underwriting with a program. 

Home office executives who will at- 
tend are W. W. Klingman and Frank 
L. Jones, vice-presidents; Albert G. Bor- 
den, second vice-president; Lloyd W. 
Klingman, manager, salary savings divi- 
sion; Henry C. Kranz, associate mana- 
ger, Group department. One _ guest 
speaker will be Philip B. Hobbs, mana- 
ger for the Society in Chicago. Harold 


J. Rossman is superintendent of agen- 
cies in the New York department. 


GREAT LAKES “INSURANCE DAY” 

Friday October 2 will be “Insurance 
Day” at the Great Lakes Exposition 
being held in Cleveland. 








Twister Committee 


(Continued from Page 5) 
been given wide publicity during the year. 

Most of these publications, cleverly 
written by self-styled experts, have, 
through the omission of vital informa- 
tion, given the false impression that it is 
often inadvisable for policyholders to 
continue the life insurance they now own. 

Life insurance, like any business, has 
its faults, and we should invite criticism. 
However, many men have made real sac- 
rifices during recent years to keep up 
their life insurance, and it seems a shame 
that their sense of security should be 
undermined. As you know, malicious 
writers will, for a fee, offer advice which 
in most instances result in loss to the 
insured and a commission for the ad- 
viser when acted upon. 

Policyholders influenced by the views 
of these advisers have been induced to 
surrender certain benefits under their 
present life insurance contracts and re- 
place them with new policies of less 
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value. In other cases the policyholder 
though conscious of the fact that life 
insurance has served him well, has had 
his faith shaken to the extent that he 
fears his agent, who has life insurance to 
sell, will not give him an impartial] Opin- 
ion about his problem. In a maze of 
technicalities the insured does not know 
where to turn for advice. 

To meet this situation, to protect pol- 
icyholders who are doubtful and looking 
for an authoritative source of impartial 
advice, and to protect and conserve the 
conscientious work of well qualified 
agents, I have appointed a special policy. 
holders’ committee of the Life Under. 
writers Association of New York City, 

This committee consists of five leading 
life insurance men in New York City. 
They are men of character and experi- 
ence who have both an academic and 
practical knowledge of life insurance. 

The function of this committee will be 
to give free and impartial advice to any- 
one who is perplexed about his life jn- 
surance problems. This advice will be 
given in writing with an absolute absence 
of sales efforts. 

I am writing to say that we will be 
glad to cooperate with your department 
at any time and would welcome any sug- 
gestion from you as to the committee's 
operation. 


RALPH G. ENGELSMAN, President, 


Commissioner Pink’s Letter to President 
Engelsman 


Dear Mr. President: We should not 
be too resentful over criticism. While 
insurance stands high in the public es- 
teem and has won that position on its 
performance and its merit, no institution 
is perfect. There are many respects in 
which we can learn and improve. The 
trouble with the books and articles and 
magazines which have been appearing re- 
cently is not so much that they are crit- 
ical or even that some of them adopt a 
hostile attitude as it is that they do not 
give complete facts. Half the truth some- 
times does more damage than an out- 
right attack. 

The true life insurance underwriter is 
fast becoming a professional man like 
the doctor or the lawyer. Professional 
ethics require that the advice given to 
clients be both competent and disinter- 
ested. The appointment of a committee 
of five leading life insurance experts by 
your association to give authoritative and 
impartial advice to policyholders who 
may be in doubt should be most helpful. 

I am sometimes asked for an expres- 
sion of opinion on the advisability of pol- 
icyholders transferring from one form of 
life insurance policy to another as sug- 
gested in a number of these recent pub- 
lications. This is a matter which must 
be decided by each policyholder. But it 
is imperative that he should get all of 
the facts from an authoritative source 
and base his decision upon an analysis 
of the relative advantages and disadvan- 
tages of the proposed shift. 

There is a law in the State of New 
York making it a misdemeanor to present 
incomplete comparisons of contracts and 
which provides that in proposing any 
change the agent or advisor must pre- 
sent all substantial facts and figures, car- 
ried out to the life expectancy of the 
policyholder. This law is to protect the 
policyholder so that he may have a true 
picture of all the benefits of his old im- 
surance for purposes of comparison with 
the proposed new insurance. 

While it is true that in some instances 
certain benefits may be derived by a pol- 
icyholder from a modification of his life 
insurance program, in many cases it 
would be detrimental to his best interests 
to alter his insurance protection. Poli- 
cies often contain valuable options, 10 
longer obtainable, which should not 
lightly disregarded. 

In any event no hasty or uninformed 
action should be taken by the_ policy 
holders, and I hope they will avail them- 
selves of the services of your committee 
and other disinterested and authoritative 
bodies if coming to a decision on a mat- 
ter which is of such real moment to 
themselves and their families. 


LOUIS H. PINK, Supt. of Insurance. 
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Home Life General Agents 


In Conference At Hot Springs 


Discuss Recruiting and Training Methods; New Sales Tools 
Presented; Speakers Include E. I. Low, James A. 
Fulton and Other Executives 


General agents and managers of the 
Home Life of New York are at Hot 
Springs, Va., this week for the second 
such conference held this year, the first 
having been in January. The meeting 
which opened yesterday morning pre- 
sented on the program four home office 
executives who discussed phases of the 
company’s investment policy, under- 
writing and conservation. The confer- 
ence continues today and will conclude 
tomorrow following a round table forum 





ETHELBERT IDE LOW 
Chairman of the Board 


on the subject “How I get men into 
sound production.” 

First speaker at the conference was 
Ethelbert Ide Low, chairman of the 
board, who spoke with respect to the 
quality, yield and diversification of the 
company’s security holdings. He said 
that the Home Life had no thought of 
deviating from its policy of confining its 
purchases of bonds to high grade issues. 
In this connection he pointed out that 
of the securities purchased in the first 
eight months of 1936, 97% carried rat- 
ings of A, AA or AAA by one or more 
of the rating services. He said that 
during this period a large portion of the 
bonds purchased were of relatively short 
maturity and that the company’s hold- 
ings of U. S. Government securities had 
been materially increased. 

President James A. Fulton followed 


Mr. Low, with a discussion of invest- 
ment contracts as available in. the life 
insurance field and their relation to cur- 
rent popularity as caused by the highly 
favorable factor of safety in life insur- 
ance company management. The aver- 
age investor with a limited amount of 
capital has little or no time to analyze 
the ebb and flow of business expansion. 
And that factor, together with the cur- 
rent low yield in interest earnings makes 
it even more inevitable that he seek the 
safety and security of life insurance. 


Qualifies Agents by Risks Submitted 

Leigh Cruess, underwriting vice-presi- 
dent, described “Underwriting at its 
source,” by an illustrated presentation 
of the company’s new method of quali- 
fying its agents by history of the risks 
submitted. Mr. Cruess brought out the 
fact that an agent whose underwriting 
record at the home office reflected a 
careful selection of risks and who had 
obviously applied quality in this pros- 
pecting could more likely find favorable 
action -on the occasional border line 
cases that must inevitably come up for 
consideration. A system of numerical 
ratings for the agent has been devised 
by the company and an analysis of its 
application to currently approved cases 
was described by illustrations flashed on 
the screen during the conference. 

E. C. Kelly, conservation supervisor, 
concluded the Thursday program by in- 
troducing the “Quality rating chart” 
with which the company has for the 
past year been experimenting in a few 
agencies. Mr. Kelly reviewed the his- 
tory of the Home Life in emphasizing 
the long range benefits in an agent’s 
earnings as a result of the company’s 
careful consideration of all things con- 
ducive to better lapse records. 

Mr. Kelly said: “85% of the profit 
from any life insurance sale to the agent 
depends upon the renewal rate. A per- 
sistency program which reduces first and 
second year lapses is the function which 
is responsible for this 85% of agents 
profits.” In Home Life agencies, Mr. 
Kelly announced, a quality rating chart 
will be completed by the agent on each 
application which will give him a definite 
measuring rod, a pattern into which he 
will try to fit all subsequent cases. 

More Personal Direction Evident 

On the program today William P. 
Worthington, superintendent of agen- 
cies, has for his subject “How Important 
Is the General Agent?” In his paper 
Mr. Worthington points to a decided 
change in the attitude of many compa- 
nies in recruiting, training and directing 
new men and shows that the trend is 





LEIGH CRUESS 
Underwriting Vice-President 


C. C. FULTON, JR. 
Agency Vice-President 





JAMES A. FULTON 


President 


toward more personal direction of the 
salesman’s activities by the general 
agent or supervisor. 

Others who will speak today include 
C. C. Fulton, Jr., agency vice-president ; 
Alan B. Doran, assistant superintendent 
of agencies; W. J. Cameron, vice-presi- 
dent, and T. A. Stemmerman, associate 
actuary. Mr. Fulton will outline the 
job of the Home Life general agent. 

A feature on the convention program 
is the Borden & Busse synchronized 
movie “Making a sales presentation stay 
presented.” General agents who will 
participate in the round table forum on 
Saturday include these: Frank Friedler, 
New Orleans; R. A. Bickel, Huntington ; 
Harry Jacoby and Ray Ellis, New York, 
and Leo Minuskin, Paterson, N. J. 

Book of Letters Added to Sales Kit 


A new sales tool presented at the con- 
ference is a spiral bound booklet con- 
taining fifty-eight selected testimonial 
letters from clients who have benefited 
from the company’s Planned Estate 
Service. Mr. Worthington, who intro- 
duced the testimonial booklet, pointed 
to its value in sales promotion and ad- 
vertising and stated that its primary pur- 
pose was to offer in the interview be- 
tween Home Life career underwriters 
and the prospective client so much 
weighty evidence of the value of Planned 
Estates that it could not readily be 
passed over. A new departure in the 
spiral binding process makes it possible 
for future testimonial letters to be print- 
ed on loose leaf sheets and inserted in 
the book. 

Two new folders were announced by 
John F. Walsh, assistant superintendent 
of agencies, and Ray B. Helser, super- 
visor of field service. One folder is de- 
signed to help the agents in closing in- 
terviews, and the other revolves about a 
new sales idea made to appeal specifi- 
cally to young men recently married. 





WILLIAM P. WORTHINGTON 
Superintendent of Agencies 


N. Y. Association Invites 
Exhibitors At Meeting 


During the coming year the New York 
Association of Life Underwriters will sell 
space to twelve selected product exhibi- 
tors at the regular meetings of the asso- 
ciation, including the two all-day ses- 
sions, eight lectures, three business-get- 
ter conferences and six dinner meetings. 
There will be no duplication of products. 
Permanent displays will be kept at the 
hotel. The exhibitions will first be seen 
at the Sales Congress October 8. Swift 
C. Barnes is chairman of the exhibitors 
space committee. 





ZIMMERMAN’S NIGHT AGENTS 





Fourteen Newarkers Start Out Selling 
At 7:30; Six Still Going At Break- 
fast Time Next Morning 


Fourteen members of the Charles J. 
Zimmerman Agency for the Connecticut 
Mutual Life in Newark started out at 
7:30 p. m. to visit as many night work- 
ers as they could. Six kept on through- 
out the night and had breakfast at the 
Newark A. C. at 7:30 the next morning. 

A, total of thirteen applications was 
obtained, twelve of which were prepaid. 
The sum of life insurance obtained was 
$35,000. The plan will be repeated later. 

The annual outing of the agency will 
be held September 18 to mark the end 
of a drive for $1,000,000 in new life in- 
ie Home office officials will at- 
tend. 


ITALIAN SUPERVISORY TAX 

The cost of government supervision as 
assessed by resolution of the Italian 
government for 1935 for domestic and 
foreign companies is 0.6% of the pre- 
mium income in 1934. Reinsurance com- 
panies pay 0.25%. The amount has to 
be paid at the Istituto Nazionalle delle 
Assicurazione. 








HAMILTON TO DISCUSS PRESS 

Willard I. Hamilton, vice-president of 
the Prudential, will be among the lead- 
ers of a symposium on “What Can Our 
Newspapers Do for the State of New 
Jersey,” scheduled for the fifteenth an- 
nual newspaper institute of the New Jer- 
sey Press Association to be held October 
5 at Rutgers University. 


Oo. R. BARRETT APPOINTMENT 
Oscar R. Barrett, Jr., has been ap- 
pointed agency organizer of the New 
York Life at 41 East Forty-second Street, 
New York City, of which office Joseph 
M. Schirmer is supervisor. 


DR. J. S. TURNER DEAD 
Funeral services were held in Dallas 
August 31 for Dr. John S. Turner, 70 
years old, medical director for the South- 
land Life of Dallas and one of its or- 
ganizers. 


PILOT LIFE MEETINGS 
Morehead City and Myrtle Beach, pop- 
ular Nort hand South Caroiina seashore 
resorts, were the scenes of agency meet- 
ings held late in August by the Pilot 
Life, Greensboro, N. C. 














Equitable Meeting 


(Continued from Page 1) 

stein; C. Isaacson, Karsch; B. Giniger, 
Harris; L. Salkow, Ott; Robert H. Bar- 
rie, Dunsmore; L. H. Bunting, Wilson; 
R. S. Knowles, Masterson; T. B. McCann, 
Rosenstein; B. Kleinberg, Devitt; N. E. 
Backhaut, Herzberg; David Kirchik, 
Johnson. é 

Chairman of the program committee 1s 
Horace H. Wilson, manager. Serving 
with him are M. Warren Benton, Duns- 
more agency; Beatrice Jones, Devitt 
agency, and N. E. Backhaut, Herzberg 
agency. A. V. Ott, manager, is chair- 
man of the entertainment committee, 
members being Leonora B. Licht, Ford 
agency; Leo Eisen, Rosenstein agency, 
and Robert J. Keane, Pedrick & Co. 

A report of the meeting with pictures 
will be in next week’s The Eastern Un- 
derwriter. 
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SPANISH WAR RISK RATES 
DECISION 

The Joint Committee of British Ma- 
rine Underwriters, which decides quota- 
tions for war risks, has announced fur- 
ther decisions relating, particularly, to 
the unusual conditions created by the 
civil war in Spain. It decided that the 
warehouse to warehouse clause in insur- 
ances covering goods in transit should 
be excluded in the cases of Spain and 


Possessions. 


Spanish 

Under this clause merchandise is cov- 
ered from a warehouse in one country to 
a warehouse in another, subject to the 
provision that if the 
the port of entry the goods shall not 
be covered for more than fifteen days 
after arrival there, and that if the desti- 
nation is in the interior the cover shall 
not extend for more than thirty days 

The decision 
to grant these 


warehouse is at 


after arrival at the port. 
of the underwriters not 
forms of cover to goods in Spain in 
the present conditions can cause no gen- 
eral surprise. It is now provided that 
no risk shall attach to imports to Spain 
and Spanish ports after their discharge 
from the overseas vessel and that none 
shall attach to exports till they are 
loaded in the overseas ship. 

The rate 
riots, strikes, and civil commotion on 
ordinary cargo and specie 
shipped to Spanish ports, Spanish ports 
in Morocco, and the Balearic Islands 
remains at fifteen shillings per £100. 

An important decision just made is 
that of the war risk rates shall 
apply to Spanish vessels or to Spanish 
ships transferred to other flags on or 
after August 1 last, the rating of which 
is left to the discretion of underwriters. 


to cover the risks of war, 


also on 


none 





GAGE E. TARBELL 

Gage E. Tarbell, senior vice-president 
of the Equitable Life Assurance Soci- 
ety, who died a few days ago on the 
threshold of 80, was one of the wonders 
of the business world. When he re- 
signed as vice-president of the Equi- 
table in 1907 after having made a phe- 
nomenal record as chief of production 
it was thought that his active insurance 
career was finished although he con- 
tinued as a director of the company. 
He went into dairying on a big scale 
and became, too, an outstanding figure 
in real estate development. Many, many 
years went by, and then he surprised 
life insurance by returning to the 
Equitable in order to make inspirational 


addresses before field conventions. The 
inspiration was not only in the text of 
his speeches, but in the man _ himself. 
The spectacle of one so advanced in 
years holding spellbound audiences of 
hundreds of men was stimulating. He 
went about his task with the enthusiasm 
of a young man. One could easily de- 
tect his sincerity and his love of life 
insurance, his desire to give every agent 


encouragement and assistance. He had 
a beautiful, sonorous voice, and the 
perfect platform manner. 

His keen zest for life insurance 


started when he was a stripling in an 
upstate law office in a village, and 
seemed to grow with the years. Even 
when engaged in real estate or running 
his dairy farm Mr. Tarbell could not 
divorce insurance from his mind. His 
was the faculty of being continuously 
amazed by the growth of life insurance, 
deriving personal pleasure out of its 
tremendous popularity. In the old days 
before being called to the head office he 
had made records of personal produc- 
tion which match any of those now 
current. His great success as a produc- 
tion vice-president is one of the sagas 
of the business. 

Many men are unwilling to rest on 
their laurels; to conclude a career of 
achievement without a final fling. In 
the case of Gage E. Tarbell hundreds 
of people and life insurance itself were 
the gainers by his decision to renew 
contacts of his youth and young man- 
hood, as well as to make the many new 
ones as was his privilege. 





Charles Arrol Brown, casualty mana- 
ger of the Royal Exchange Assurance 
for Canada, began his career as a ship- 
ping clerk in Glasgow, Scotland. He 
came to Canada in 1912 getting a job in 
the Canadian Bank of Commerce. After 
service overseas he became assistant su- 
nerintendent of the Soldiers’ Land 
Settlement Board of Montreal. His first 
insurance experience was in 1920 with 
the survey department of the United 
S'ates F. & G. at the Montreal office. 
Joining the Royal Exchange Assurance 
he was made superintendent of the 
guarantee department and in 1927 cas- 
ualty manager for Canada. 

* a * 


Sprague Eddy, resident. vice-president, 
Insurance Field, resigned, his Chicago 
post effective September 1 to go with 
A. C. Allyn & Co., investment brokers. 
His headquarters will be at that firm’s 
Chicago offices. Mr. Eddy has been with 
The Insurance Field sixteen years, start- 
ing as advertising representative and 
growing into his executive post with 
Chicago headquarters from which he 
covered thirteen states. 





OLIVIA ORTH 


Olivia Orth, insurance dramatist, di- 
rected her hundredth life insurance play 
at the Phoenix Mutual Life convention 
in Hot Springs, Va., this week. Among 
the companies where she has directed 
dramatized sketches are the Northwest- 
ern Mutual, Connecticut Mutual, Metro- 
politan Life, Massachusetts Mutual, Con- 
necticut General, Provident Mutual, New 
England Mutual, Union Central, Old 
Line Life, and has also had plays at 
conventions of the National Association 
of Life Underwriters, Life Insurance 
Sales Research Bureau, Detroit Life Un- 
derwriters Association and Health & Ac- 
cident Underwriters Conference. The 
plays directed by Miss Orth are written 
by insurance men and the actors are 
taken from the ranks of the companies 
at the conventions of which the plays 
are produced. Miss Orth lives in Mil- 
waukee and at one time was on the stage. 


* * * 


Ronald M. Williams, a Sun Life rep- 
resentative in London, England, is also 
swan warden of the old London Guild, 
known as The Vintners’ Co., which re- 
ceived its charter from King Henry VI 
in 1437. Among its ancient privileges 
The Vintners’ Co. keeps the swans on 
the River Thames, and one of Mr. Wil- 
liams’ recent duties with The Vintners’ 
Co. was to travel in a compartment of 
the boat train from Waterloo to South- 
ampton as custodian of two pairs of 
swans, gift of The Vintners’ Co. to the 
city of London, Ontario. 


* * * 
E. H. Temme, famous British Channel 
swimmer and international water polo 


player, who was formerly in the London 
insurance world, has declared his inten- 
tion of retiring from international water 
polo. Mr. Temme is 32, and his decision 
follows his sudden ‘dropping from the 
British team at the Olympic Games in 
Berlin. “Not only am I going to retire,” 
Temme said to reporters, “but I shall 
call for an inquiry into many things 
which happened in Berlin.” 


x * * 


Walter H. Wilcox, head of the Wo- 
burn, Mass., agency of Walter H. Wil- 
cox, Inc., has completed thirty years as 
a local agent. After spending a year in 
the Boston agency of Gilmour & -Coo!- 
idge and several months with the Lowell 
Board of Fire Underwriters Mr. Wilcox 
established his agency in August, 1906. 
In addition to his insurance production 
wark he has been president of the Tan- 
negsy National Bank of Wobygn..since 
19t7-* He is also president arrd*Was one 
of the founders of the Woburn Country 


Club. 





CHARLES HEATH 


Charles Heath, new president of the 
Association of Superintendents of Insur- 
ance of the Provinces of Canada, was 
born in New Zealand; reached England 
in 1874 after six months’ travel by sailing 
vessel. After being educated in England 
he arrived in Canada in 1887 to visit a 
school friend on a mountain ranch in 
Manitoba. He made application for a 
homestead, paying the necessary $20 fee. 
As a farmer he drove an ox team and 
worked about as close to nature as one 
could get. He went into real estate and 
insurance in 1891 and in 1897 went to the 
Yukon. Among other adventures about 
this time he was a prospector and miner 
near Kitchner, British Columbia. He de- 
cided to go back into insurance and did 
so at Portage La Prairie, Manitoba. On 
June 15, 1918, he became Insurance Su- 
perintendent for Manitoba. 

* * * 


Salendon M. Bennett, special agent, 
Hillis C. Rhyan agency Guardian Life, 
Milwaukee, is the Republican candidate 
for State Senator representing the 
Fourth (Milwaukee) District. He is un- 
opposed at the primary election to be 
held September 15. 

* * Ok 

John Newton Russell, agency adviser, 
Pacific Mutual Life, and former president 
of the National Association of Life Un- 
derwriters, has returned from a trip 
around the world. 

* * * 


J. O. Rummens, for sixteen years dep- 
uty insurance commissioner of the state 
of Washington, has become a candidate 
for insurance commissioner in Washing- 
ton. At one time he was executive sec- 
retary of the late Gov. M. E. Hay. 

* * * 


Theodore F. Keer of Van Vliet & 
Keer, Prudential managers in Newark, 
has returned from Europe where with 
his wife and daughter he saw the Olym- 
pic Games. 

* * * 

Reginald G. ‘Moss, former managing 
editor of Underwriters Report, San 
Francisco, has filed a suit against the 
paper for $14,068 based on a controversy 
over. commissions. 

* * 

Michael J. Cleary, president, North- 
western Mutual, for many years an_ac- 
tive participant.in the work of the Mil- 
waukee Community Fund, has been se- 
lected as one of two Milwaukee members 
of the national citizens’ committee name 
in 350 communities by Gerard Swope, 
chairman, of the 1936 Mobilization ‘for 
Human Needs, to support this Fall’s cam- 
paigns to raise funds for voluntary wel- 
fare services. 
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Insurance Commissioner Moor of 
District of Columbia 

J. Balch Moor, a Southerner who was 
recently appointed Superintendent of In- 
surance of the District of Columbia, has 
made a good impression in this position 
which had had quite a number of incum- 
bents in recent years. While born in 
Mississippi his boyhood was spent in 
Texas. He understands insurance in 
practice as well as theory as he was a 
local agent in general insurance for ten 
years and a life insurance man for Six- 
teen years during twelve of which he 
was with the Southwestern Life of 
Dallas. He came to Washington to be 
assistant deputy administrator of the 
National Recovery Administration and 
has been there slightly over two years. 
He became Insurance Commissioner on 
March 24, 1936, succeeding J. A. Mar- 
shall who retired to become director of 
the unemployment compensation board 
of the District. cr 

In the National Association of Insur- 
ance Commissioners Mr. Moor is chair- 
man of the fidelity and surety commit- 
tee and a member of the committees on 
standardization of agents’ applications 
and licenses, and publicity and conserva- 
tion. 


While with the N. R. A. in Texas Mr.’ 


Moor was active in codifying the truck- 
ing industry in Texas and the Southwest. 
x * * 


The Late Dr. I. M. Rubinow 


The death last week of Dr. Isaac M. 
Rubinow, one of the founders of the 
Casualty Actuarial Society, and formerly 
with the Ocean Accident, recalls that 
in the early days of casualty insurance 
in this country Dr. Rubinow was one 
of the outstanding figures in the scienti- 
fic end of the business. Then he dropped 
out of sight as far as casualty insurance 
was concerned, but he continued a prom- 
inent person in social insurance and in 
Jewish fraternal and philanthropic cir- 
cles. In the concluding days of his life 
he was international secretary of B’nai 
Brith and had been executive secretary 
of the Zionist Organization in America. 
He was responsible in a large measure 
for the present sanitation system and 
health service of Palestine where he 
organized a medical unit. 

Most of the daily papers ran long 
stories about the career of I. M. Rub- 
inow following his death in this city at 
the age of 61, based upon his importance 
in the social insurance picture. He_was 
one of the first advocates of social in- 
surance in the United States, and of 
workmen’s compensation. 

Dr. Rubinow was born in Russia and 
came here when 18. He was graduated 
from Columbia in 1895 and later did 
graduate work at Columbia. During his 
college days he was correspondent for 
a number of Russian newspapers, writing 
On sociological, political, economic and 
agricultural subjects. 

After practicing medicine he went with 








Civil Service Com- 


the United 
mission. A year later he was appointed 
am economics expert in the Bureau of 
Statistics of the Department of Agricul- 


States 


ture. He was later a member of the 
Bureau of Statistics of the Department 
of Commerce and Labor. 

In 1907 he received a medal from the 
Russian Minister of Finance for distin- 
guished services to commerce and agri- 
culture. He published a work on Rus- 
sia’s wheat surplus in 1906. He became 
a lecturer on social insurance at the 
New York School of Philanthrophy. Dr. 
Rubinow was the first president of the 
Casualty Actuarial Society. With the 
Ocean he was chief statistician and was 
also chairman of the statistical commit- 
tee of the organization which became 
the National Bureau of Casualty & Sure- 
ty Underwriters. 

In 1913 he wrote a book, 
surance.’ 


“Social In- 
* * * 
Woman Admiralty Lawyer 


Among the speakers at the recent an- 
nual convention of the American Bar 
Association in Boston was Miss Adele I. 
Springer, New York admiralty lawyer, 
who was one of the principal figures in 
helping put through Congress enact- 
ment of limited liability laws following 
the destruction of the Morro Castle 
which burned a few miles from the 
Jersey coast on September 8, 1934. She 
drafted the measure known as the Siro- 
vich Limited Liability bill, named after 
Representative William I. Sirovich, 
chairman of the House committee of the 
Merchant Marine. Following her ap- 
pearance in Boston the American Bar 
Association decided to bring up the 
matter of a revision of the entire mari- 
time laws of the nation. 

In the loss of the Morro Castle 135 
persons died. Although two years have 
elapsed since the disaster not a penny 
has been received by relatives of the 
dead or survivors, many of whom are 
suffering from injuries. Within the past 
week or so compromise agreement has 
been worked out by the steamship com- 
pany, formerly known as the Ward 
Line, and attorneys for some of the 
claimants whereby all claims may be 
settled out of court. Under these terms 
80% of the 513 claimants must agree 
to accept a total of $890,000 which the 
line offers. for settlement in full for all 
claims against it. 

The new name of the company which 
owned the Morro Castle is the New 
York & Cuba Mail Steamship Co. 

 -* © 


Was Member of Great Collection of 
Fire Insurance Special Agents 


Charles W. Phillips, who retired as a 
Southeastern field man for the Home 
some years ago, was in New York City 
last week paying his respects to his old 
friends at the home office. He was one 
of an old guard of special agents, head- 
quarters in Atlanta, who ranked ‘unusu- 
ally high as fire insurance men. At least 
two of his field associates in Atlanta 


later became United States managers of 
insurance companies. They were Archi- 
bald G. McIlwaine, who was head of 
the London & Lancashire fleet; and 
Ernest B. Boyd, who was head of the 
Yorkshire. 

Mr. Phillips lives in Atlanta. The 
development of the suburban residence 
district there has been remarkable. It 
is a city of many fine homes. The town 
has always been extensively advertised 
by its personalities. When introduced 
to various people in Europe he was 
often asked, “Oh, you come from Bobby 
Jones’ town.” Way back many years 
ago it was Henry W. Grady who ad- 
vertised the town. He was a newspaper 
publisher who made a sensation by go- 
ing to Boston and making an address 
before the Yankees on The New South. 


em Grady did as much by that speech to 


make for better relations between the 
North and South as any factor in those 
relationships. Later, Joel Chandler Har- 
ris, the story writer, did a lot to adver- 
tise Atlanta as did Frank Stanton with 
his poems. Recently, Margaret Mitchel! 
of the Atlanta Journal has become the 
most talked of writer in the country by 
doing a book of 1,037 pages which is 
the best selling novel in America. 

“T do not know her,” said Mr. Phillips 
to the writer, “but I knew her people, 
and what she published about Georgia, 
the Civil War and the Reconstruction 
period are as right as right can be.” 

* * x 


When the Lease Expires 


Here is a tip for insurance company 
publication division managers: 

This is the time of the year when 
many people move from one apartment 
to another or get a new house. Un- 
fortunately, most people at moving time 
are so engaged in moving operations that 
they forget that they have insurance 
policies needing attention at that time. 
The agent or the broker frequently does 
not know that his client is moving. 

The suggestion is that insurance com- 
panies prepare a slip which can be 
placed in an envelope by a real estate 
agent who handles the apartment or 
the house which is being left for a new 
one, the slip reading something as 
follows: 

“You are making your last payment 
of rent on this apartment. As a cour- 
tesy we remind you to check up on your 
insurance in connection with your new 
rental arrangement.” 


In fine print at the bottom of the slip 
could be printed a brief sentence to the 
effect that this sugestigon is offered in 
the common interest as a courtesy of 
X.Y.Z insurance company. Undoubtedly, 
the real estate people would be willing 
to insert such a slip. 

In discussing this matter with the 
writer a real estate man said: 

_“There is often dissatisfaction occa- 
sionally some ill feeling, resulting when 
a family which has moved finds that 
nothing has been done in connection 
with policies on a location no longer 
covered. There are bound to be some 
situations develop in case of loss.” 

* * * 


Insurance Buyers Magazine 


The Insurance Post of Chicago, of 
which Julian M. Weddell is editor and 
P. D. Betterley associate editor, is now 
a straight out and out insurance buyers 
magazine, personality changes in the in- 
surance business and similar items found 
in the regular run of insurance periodi- 
cals being eliminated. It will be inter- 
esting to see how this experiment 
evolves. For years there have been at- 
tempts made to get out a paper exclusive- 
ly for the buyers of insurance, but noth- 
ing exactly like The Insurance Post has 
been printed. 

Mr. Weddell is a son of the late Tom 
Weddell, for many years chief corre- 
spondent of The Insurance Field in Chi- 
cago. Mr. Betterley is insurance con- 
sultant of an industrial outfit and an 
officer of that concern. He is author of 
the: book, “Buying Insurance,” recently 


published and the purpose of which is 
to emphasize that insurance is a man- 





J. BALCH MOOR 


agement problem; 


to organize the han- 
dling of it; to point the way to well- 
regulated protection; and to remove 
some of the mystery of insurance pro- 
cedure. 

Among the authors in the current issue 
of The Insurance Post are A. L. Brower, 
vice-president of the Continental Baking 


Co.; Prentiss B. Reed, adjuster, New 
York; A. P. Lange, Hale Bros. Stores, 
Inc., San Francisco; E. N. Horr, secre- 


tary-treasurer, Cowles Detergent cma 
Cleveland; Henry D. Sayre, Association 
of Casualty & Surety Underwriters; and 
Mr. Betterley. 

Mr. Reed furnished a work sheet for 
checking up insurable values. The find- 
ing of insufficient amounts of insurance 
to value in several recent losses led Mr. 
Reed to draft suggestions, a work sheet 
and questionnaire “in the hope that they 
might offer assured an aid in returning 
to a minimum the use of improper fig- 
ures when fixing amounts of insurance 
to be carried.” 

In making up statements of values to 
be used for insurance purposes Mr. Reed 
says the following errors and omissions 
should be avoided by manufacturers: 

(1) Setting up buildings, machinery, 
equipment, fixtures, betterments and im- 
provements, and similar property at book 
value when such book value is not actual 
cash or insurable value. 

(2) Setting up stock at cost or inven- 
tory prices when the insurance covering 
it provides for selling price less charges, 
or for market value. 

(3) Omitting: 

(a) Supplies; 

(b) Stock in transit according to the 
books but actually on the premises; 

(c) Stock sold but not removed, and 
still at risk of the insured; 

(d) Property not owned but for which 
the insured is liable in case of loss, e.g. 
railroad sidings or property under lease, 
or property on which the insurance cov- 
ers by special wording, e.g. employes 
clothing or tools. 

* * * 


Lord Runciman Joins General 
Accident Board 


Lord Runciman, J.P., has joined the 
head office board of the General Acci- 
dent Fire & Life. Sir Walter J. Mor- 
rison-Low, J.P., has accepted the seat on 
the board "rendered vacant by the resig- 
nation through il-health of Dr. William 
Low, a former chairman of the corpo- 
ration. 

Lord Runciman, who is over 80 years 
of age, is the grand old man of the 
British shipping industry. He is stil 
a forceful speaker and his comments 
on affairs of the day are listened to 
with respect and interest. His son, Wal- 
ter Runciman, is president of the Board 
of Trade in the present government 

* * ~ 


Wants To Be Congressman 


Walter E. Batterson, formerly with the 
head office of the Travelers, and former 
mayor of Hartford, has announced his 
candidacy for the Republic: an Congres- 
sional nomination. He is a son of the 
late James G. Batterson, president of 
the Travelers. 
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Stock Company Ass’n 
May Cover FHA Risks 


MEETING TO BE HELD SEPT. 14 





Only Small A t of Busi Ex- 
pected From New Facilities Ex- 
tended to Government 








Members of the Stock Company As- 
sociation, which handles the insurance 
requirements of the Home Owners Loan 
Corporation, will hold a special meeting 
next Monday evening at the Hershey 
Hotel, Hershey, Pa., for the purpose of 
voting on an amendment to the consti- 
tution of the association permitting it 
to extend its facilities to insuring prop- 
erty owned or controlled by the Federal 
Housing Administrator. This meeting 
will precede the semi-annual meeting of 
the Western Underwriters Association 
at Hershey next Tuesday and Wednes- 
day. Colonel Joseph Button, secretary 
ahd manager of the association, urges a 
full attendance of members at this spe- 
cial meeting. 

It is not expected that premium in- 
come from this new source, if the 
amendment is approved, will be large. 
The Federal Housing~ Administration, 
which insures mortgages of $16,000 or 
less made by approved lending institu- 
tions, has only recently come into pos- 
session or control of properties through 
foreclosures and the number of FHA 
risks to be insured by the Stock Com- 
pany Association will never be large. 
However, for the protection of stock in- 
surance companies and their agents the 
facilities of stock company coverage is 
being extended to this Government 
agency. 

The first of two proposed amendments 
to the constitution, as sent to members 
by Col. Button would revise Article II 
of the constitution so that it would read 
as follows: 

“The purpose of this association shall 
be to effectuate and comply with all 
the provisions of the agreement between 
Home Owners’ Loan Corporation and 
the members of this association, dated 
February 28, 1935, and any amendments 
of said agreement agreed to by Home 
Owners’ Loan Corporation and all mem- 
bers of this association, and, in addition 
thereto, subject to the approval of the 
executive committee of the association, 
to enter into an agreement with the 
Federal Housing Administrator for the 
purpose of insuring property owned or 
controlled under Title 2 of the National 
Housing Act, by the Federal Housing 
Administrator.” 

The other change would amend para- 
graph 3 of Article VII by striking out 
the period at the end of the paragraph 
and inserting the following: 

“And any other agreement or agree- 
ments that may be made or entered into 
by the association,” so that the said 
Paragraph 3 of Article VII will there- 
after read as follows: 

“The executive committee shall have 
full power to adopt and amend rules of 
practice to carry out the purposes of the 
association as set forth in the constitu- 
tion and by-laws and the agreement be- 
tween the association and the Home 
Owners’ Loan Corporation, and any 
other agreement or agreements that may 
be made or entered into by the associa- 
tion.” 





THIRTY YEARS WITH AMERICAN 

Clifford K. Bebout, assistant secretary 
in charge of losses for the American of 
Newark, yesterday celebrated his thirti- 
eth anniversary with the company. He 
entered insurance with the loss depart- 
ment of the North British & Mercantile, 
later going with the Prudential. He 
joined the American on September 10, 
1906, as manager of the loss department 
— was elected assistant secretary in 
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National Ass’n Issues 
Convention Program 


EXCELLENT LIST OF SPEAKERS 





Numerous Problems of Agents Also 
Scheduled For Discussion at Pitts- 
burgh September 28-October 2 





The National Association of Insurance 
Agents has issued a complete tentative 
program for its forty-first annual con- 
vention, to be held during the week of 
September 28 at the Hotel William Penn 
in Pittsburgh. In celebrating its fortieth 


anniversary the association has arranged 
a program featuring many leaders in the 
business as speakers and allowing ample 
time for discussion of local agents’ prob- 
lems and presentation of committee re- 
ports. The National Association was 
started in Chicago on September 30 and 
two of the charter members of the or- 
ganization, George D. Markham of St. 
Louis and John A. Bryant of Kansas 
City, Mo., will be honored at this year’s 
convention. 

Among the well-known insurance men 
who will address the convention will be 
Insurance Commissioner Owen B. Hunt 
of Pennsylvania; Paul L. Haid, presi- 
dent of the Insurance Executives Asso- 
ciation; Clifford B. Morcom, president 
of the Association of Casualty & Surety 
Executives ; Fred W. Koeckert, president 
of the National Board of Fire Under- 
writers; Robert P. Barbour, president of 
the Eastern Underwriters Association; 
Herbert A. Clark, president of the West- 
ern Insurance Bureau; F. S. Dauwalter, 
director of the Business Development 
Office; James A. Beha, general manager 
and counsel of the National Bureau of 
Casualty & Surety Underwriters; Charles 
A. Bickerstaff, president of the South- 
eastern Underwriters Association; A. F. 
Powrie, president of the Western Under- 
writers Association; Professor Ralph H. 
Blanchard of Columbia University, and 
Ernest Palmer, Insurance Director of 
Illinois. 


Full Program For Tuesday 


The convention will get under way on 
Tuesday, September 29, following meet- 
ings of the national executive committee 
over the previous week-end. On Tues- 
day the national councillors and state 
officers will meet in the morning and the 
afternoon will be devoted to group ses- 
sions on local board conferences. That 
evening the get-together banquet will be 
held at which time the two association 
charter members will be honored. 

Sessions both Wednesday morning and 
afternoon will be devoted to reports and 
addresses, also discussions on workmen’s 
compensation insurance and on resolution 
of West Virginia Association on consti- 
tutional amendment. The theatre party 
will come Wednesday evening. In addi- 
tion to reports and addresses Thursday 

















Mr. Agent: 








How many of your clients know the name of the 
Company whose policies they hold— 


until they have a claim? 


How many of your claimants request that their 
insurance be continued with the same company— 


after they have had a claim? 
How much new business has come to you— 
because of a satisfied claimant? 
How much business have you lost— 


because of a dissatisfied claimant? 








Are the POLICIES behind the POLICY Important to You? 








morning there will be a discussion of 
compulsory automobile insurance. 
Thursday afternoon will be given over 
to three group sessions, the general top- 
ic of discussion being agency manage- 
ment and operation. The past presidents’ 
dinner will be held that evening. The 
final convention session is scheduled for 
Friday morning, October 2, at which time 
resolutions will be adopted and officers 
elected for the coming year. Also awards 
will be presented to various state asso- 
ciations and members. Following is the 
complete text of the tentative program: 


Monday, September 28 


9:30 A. M. Joint meeting of national ex- 
ecutive committee and state association presi- 
dents, continuing throughout the day. Blue 
Room, seventeenth floor. 

10:00 A. M. Meeting of executive secretaries 
and managers of local boards. Aero Room, 
club floor. 

10:00 A. M. Meeting of executive secretaries 
and managers of state associations, Crystal 
Room, club floor. 

P. M. _ Annual meeting, Pennsylvania 
Association of Insurance Agents. 
Tuesday, September 29 

8:00 A. M. National-Council breakfast con- 
ferences. Prior to the joint meeting of state 


(Continued on Page 19) 


The Tokio Marine & Fire 


Insurance Company, Ltd. 
United States Fire Branch: 80 John Street, New York 


J. A. Kesey, General Agent 


Georce Z. Day, Ass’t. General Agent 


U. S.—Statement December 31st, 1935 


PREMIUM RESERVE ‘ ‘ 
OTHER LIABILITIES ‘ : 
SURPLUS TO POLICYHOLDERS 
TOTAL ASSETS. ‘ ‘ 


New York I 
in the above ited i i 





Valuation Basis. 








° $ 1,908,849.27 
‘ 740,265.75 
10,765,182.99 
13,414,298.01 


Securities carried at $623,876.12 
States as required by law. 


FRED L. BROSS JOINS PEARL 





Becomes State Agent for Northern New 
Jersey Under M. D. Hess; Was 25 
Years With the Home 


In connection with the appointment of 
Fred L. Bross as state agent of the Pearl 
Assurance in northern New Jersey the 
Pearl is also doubling its space at 24 
Commerce Street, Newark, to take care 
of a general expansion of business in 
New Jersey. In his association with the 
Pearl Mr. Bross will represent the Fire 
Underwriters Agency of which Monroe 
D. Hess is president. This organization 
is general agent for the Pearl in north- 
ern New Jersey. Mr. Hess is also head 
of the M. D. Hess Co., general agents 
in the same territory for the Eureka- 
Security and Monarch Fire of the Pearl- 
American fleet. 

Mr. Bross leaves the Home of New 
York group, for which he was associate 
state agent in New Jersey, after serving 
the parent company for twenty-five 
years. He is one of the best known 
fieldmen in New Jersey and has a host 
of friends among company men and 
agents. He is at present most loyal 
gander of the New York City Pond of 
the Blue Goose and also president of the 
New Jersey Special Agents’ Association. 
In addition he is a past exalted ruler of 
Orange Lodge of Elks, No. 135. 





HENDRIK VAN DEN BOOM DIES 


Hendrik Van den Boom, assistant 
treasurer of the American of Newark, 
died at his home in Newark on Satur- 
day from a heart attack which he suffer- 
ed earlier in the day while playing ten- 
nis. He was thirty-two years of age. 
Born and educated in Holland he came 
to the United States when a young man. 
He made his home in Greensboro, N. C, 
where he entered insurance. Six years 
ago he became a member of the Ameri- 
can’s accounting department, rising to 
the post of assistant treasurer. Surviv- 
ing are his widow, a sister and a brother. 
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TURNS DOWN S. E. U. A. PLAN 
Pearl Will Not Sign Agreement For 
Rating and Stamping Office Service; 
To File Own Rates 
The Pearl Assurance announced this 
week that it had advised the South 
Eastern Underwriters Association that 
it cannot sign the proposed agreement 
for the continuance of the rating and 
stamping office service of the association 
in Alabama, Florida, Georgia and North 

Carolina. ‘ 

“Arrangements are being made,” says 
the Pearl, “to file a complete schedule 
of rates and rating plans for use in the 
State of North Carolina. It is proposed 
to file basis rates similar to those of the 
South-Eastern Underwriters Association 
without deviation and it is the intention 
to produce rates on a level with current 
rates of the North Carolina Inspection 
& Rating Bureau. 

“The Pearl Assurance Company, Ltd. 
would favorably consider any agreement 
for the use of South-Eastern Underwrit- 
ers Association rates without at the 
same time imposing separation in any 
form and without placing the company 
at a competitive disadvantage as con- 
trasted with companies members of the 
association.” 

In April the S. E. U. A. notified the 
Pearl that it would discontinue as of 
July 1 the arrangement whereby non- 
member stock companies and mutuals 
could obtain the rating and stamping 
service upon payment of a certain fee, 
the non-member subscribers not having 
to abide by the rates. Since July 1 the 
executive committee of the S. E. A. 
has promulgated an agreement which it 
requires non-member companies to sign 
and the Pearl will not sign this agree- 
ment because of the presence therein of 
a sepasation clause The Pearl says that 
while subscribing to the S. E. U. A. serv- 
ice it observed the rates on agency busi- 
ness but not on general cover contracts. 





Agents’ Program 


(Continued from Page 18) 


association officers and national councillors four 
breakfast conferences will be held, as follows: 

1. National councillors for Eastern territory, 
Crystal Room, club floor, Edwin J. Cole, Fall 
River, Mass., past president National Associa- 
tion of Insurance Agents, meme oF 

2. National councillors for Middle Western 
territory, Aero Room, club floor, George W 
Carter, Detroit Insurance Agency, Detroit, 
Mich., presiding. F 

3. National councillors for Southern terri- 
tory, Room No. 32, club floor, Hamilton C. 
Amall, H. C. Arnall Insurance Agency, New- 
nan, Ga., presiding. 

4. National councillors for Rocky Mountain 
and Pacific Coast territory, Venetian Room, club 
floor, Ed. R. Pickett, Pickett & Rothholz, Sac- 
ramento, Cal., presiding. 

10:30 A. M. Joint meeting of national coun- 
cil and state officers, Cardinal Room, seven- 
teenth floor, W. Owen Wilson, chairman, na- 
tional executive committee, presiding. 

Report of finance committee, Frank T. Priest, 
Wichita, Kan., chairman. 

1:00 P. M. Joint luncheon, national coun- 
cillors and state officers, Major Ballroom, seven- 
teenth floor. 

2:00 P. M. Local board conferences. 

Group 1. Population up to 50,000, Cardinal 
Room, seventeenth floor, Alan V. Livingston, 
Birtwhistle & Livingston, Englewood, secretary- 
treasurer New Jersey Association of Underwrit- 
ers, presiding. 

Group 2. Population from 50,000 to 250,000, 
Adonis Room, seventeenth floor, William P. 
Welsh, Welsh & Gates, Inc., Pasadena, presi- 
dent California Association of Insurance Agents, 
presiding. 

Group 3. Population above 250,000, Aero 
Room, club floor, Theodore Safford, Albert W. 
Shell & Co., Cincinnati, Ohio, president Cin- 
cimnati Fire Underwriters Association, presiding. 

Annual Get-Together Dinner, 7:00 P. M. 

Major Ballroom, Seventeenth Floor 

President Kenneth H. Bair presiding. 

Greetings from the Insurance Department, 
Commonwealth of Pennsylvania, Owen B. Hunt, 
Oommissioner, 

_ Greetings from the City of Pittsburgh, Wil- 
liam N. McNair, Mayor. 

Greetings from the Pennsylvania Association 
Sean aurance Agents, James W. Henry, presi- 

Greetings from the Fire Insurance Agents 
Association of Pittsburgh, Charles C. Kohne, 
President. 
boeetings from the Insurance Club of Pitts- 
urgh, Ralph H. Alexander, president. 

Mi €esponse: Charles Liscomb, Duluth, 
“inn., member National Association executive 
committee. 

Introduction of two members of the “Im- 
mortal Twenty,” founders of the National As- 
Taation in 1896—George D. Markham, St. 

Ouis, Mo., past president, National Association 


Ludlum, Bender & Hovell 


Brokerage Firm’s New Name 

With the entrance of Armand C. Ho- 
vell into membership in the insurance 
brokerage firm of Ludlum, Bender & 
Simmons, Inc., 11 West 42nd Street, 
New York, the corporate title is being 
changed as of September 15 to Ludlum, 
Bender & Hovell, Inc. Clarence A. Lud- 





(Left to right): Clarence A. Ludlum, Jr., 
Armand C. Hovell and Daniel W. Bender 


lum, Jr. and Daniel W. Bender are the 
other members of the concern. 

Mr. Hovell has been associated with 
the organization about three years, prior 
to which he was connected with the 
McMillen agency of the Northwestern 
Mutual Life. He was graduated in 1923 
from the Manlius School, Manlius, N. 
Y., of which both Mr. Ludlum and Mr. 
Bender are also graduates. Like his 
two partners in the brokerage business 
he has seen military service and is a 
reserve lieutenant, U. S. Army. 

Mr. Ludlum, who is the son of the 
former vice-president of the Home of 
New York, was about a year ago elected 
secretary of the New York Chapter, Na- 
tional 4th Division (regular army) Asso- 
ciation. He was a lieutenant in the 39th 
Infantry during the World War and 
some time ago was awarded the Order 
of the Purple Heart. 

Mr. Bender served overseas as cap- 
tain in the marine corps—2nd Division 
—and was made a Chevalier of the Le- 
gion of Honor and awarded the Croix 
de Guerre. He also possesses the Silver 
Star and the Purple Heart. He is now 
on the retired list of the marine corps. 
When Mr. Bender entered insurance he 
gave up a promising career as a car- 
toonist and commercial artist. He con- 
tinues to draw as a hobby and his work 
is much admired, comparing favorably 
with that of leading artists. Some of 
his pen and ink sketches of insurance 
men have appeared in this publication. 





of Insurance Agents; John A. Bryant, Kansas 
City, o. 
Music and entertainment. 
Wednesday, September 30 
First Convention Session 


Convening hour: 9:30 A, M. 
Singing—‘‘America.” 
Invocation—Rev. A. J. Holl, 

Lutheran Church of Pittsburgh. 

Annual report of the administration, Kenneth 
H. Bair, president. 

Keynote address: “Life Begins at Forty,” 
Walter H. Bennett, secretary-counsel, National 
Association of Insurance Agents. 

Report of membership committee, Sidney O. 
Smith, chairman, Gainesville, Ga, 

Greetings from the Insurance Executives As- 
sociation, Paul L. Haid, New York City, pres- 
ident. 

Greetings from the Association of Casualty 
and Surety Executives, Clifford B. Morcom, 
oresident; vice-president, Aetna Casualty & 
urety, Hartford. 

Greetings from the National Board of Fire 
Underwriters, F, W. Koeckert, president ; United 
States manager, Commercial Union Assurance 
Group, New York City. 

Report on referendum on retrospective rating 
for workmen’s compensation insurance, W. 


D.D., First 


Owen Wilson, chairman, national executive 
committee. . ‘ , x 
Discussion: Workmen’s compensation insur- 
ance. 


Special report of conference committee on 
production branch offices, Kenneth H. Bair, 
chairman, 

General open discussion. 

Second Convention Session 

Convening hour: 2:00 P. M. 

Report of legislative committee. Payne. H. 


Midyette, chairman; Midyette-Moor Insurance 


Agency, Inc., Tallahassee, Fla. : 
Greetings from the Eastern Underwriters As- 
sociation, Robert: P. Barbour, president; United 


Mexican Insurers 
(Continued from Page 1) 


therefore uncertain and it may be some 
time before the effects of the new law 
can be gauged. 

All companies writing fire insurance 
in Mexico are members of a local fire 
association. Before the wtihdrawal of 
the foreign companies the association 
was composed of over fifty members but 
today it has only nine active members, 
all native. Rate cutting and rebating 
have not so far been a serious problem 
in Mexico and the association, with the 
help of the London and New York bod- 
ies, has been fairly successful in stand- 
ardizing rates and conditions. So far no 
non-board company has attempted to do 
business in Mexico, but when the for- 
eign companies come back non-board 
companies will undoubtedly find a fertile 
field and it is to be expected that one 
or more of these companies will be 
found operating there. 

Adjusting in Mexico 

Loss adjusting in Mexico and Central 
America has for years been a haphazard 
matter and the foreign companies have 
rarely looked with favor on the native 
adjuster. During the last few years the 
Fire Companies Bureau has handled 
some adjustments in cities in the north- 
ern part of Mexico but recently Mexican 
Immigration Inspectors have on several 
occasions refused to allow American ad- 
justers to enter Mexico. About a year 
ago Dargan & Co. opened an adjusting 
office in Mexico City under the man- 
agement of Mr. Kennedy, a Scotchman 
who has spent twenty-four years in 
Mexico, first as an accountant and for 
the last nine years in the insurance busi- 
ness. Dargan & Co. is the only foreign 
adjusting firm in Mexico and is in a 
position to render loss adjusting service 
throughout the Republic. From their 
Mexico City office Dargan & Co. can 
also reach any point in Central America 
(within twenty-four hours) by means of 
the Pan-American Airways. 





States manager, Northern Assurance Co., Ltd., 
New York City. 

Greetings from the Western Insurance Bu- 
reau, Inc., H. A. Clark, president; vice-presi- 
dent, Firemen’s Insurance Co., Chicago. 

Address: “‘A Joint Enterprise,” F. S. Dau- 
walter, director, Business Development Office, 
New York City. 

Discussion: ‘“‘Lost Lines, Self-Insurance and 
Challenging Competition.” 

Greetings from the American Association of 
Insurance General Agents, W. Braerton, 
president; Braerton, Simonton, Brown, Inc., 
Denver, Col. 

Address: “Casualty Insurance Reaches Ma- 
turity,”” James A. Beha, general manager and 
counsel, National Bureau of Casualty and Sure- 
ty Underwriters, New York City. 

Greetings from the Sattenst Association of 
Casualty and Surety Agents, C. A. Abrahamson, 
president; The Omaha Insurance Agency, Inc., 
Omaha, Neb. 

Report of conference committee on financed 
; cee insurance, Kenneth H. Bair, presi- 
ent, 

Report: Limited constitution revision com- 
mittee, John K. Boyce, chairman; Williams- 
Boyce Agency, Amarillo, Tex. 

Resolution of West Virginia Association of 
Insurance Agents on constitutional amendment. 

General open discussion. 

. A. I. A. Theater Party 
9:00 P. M., Major Ballroom, Seventeenth Floor 

Fred J. Lewis, Milwaukee, Wis., master of 
ceremonies. Presenting ‘‘Logic in Action,” a 
one-act play; also “ And Sudden Death,” a 
Paramount six-reel feature talking picture. 

Thursday, October 1 
Third Convention Session 

Convention hour: 9:30 A. M. 

Report of accident prevention committee, Col- 
onel Frederick Hickman, chairman; >. Adams 
& Co., Atlantic City, N 
_ Discussion: Insurance angle on traffic and 
industrial accidents. 

Greetings from the South-Eastern Underwriters 
Association, Charles A. Bickerstaff, president; 
manager, Southern department, Fireman’s Frnd 
Insurance Co., Atlanta, 

Greetings from the Western Underwriters As- 
sociation, A, F, Powrie, president; manager, 
aga branch, Fire Association of Philadel- 
phia. 

Address: Ernest Palmer, president, National 
Association of Insurance’ Commissioners; direc- 
tor of Insurance for the State of Illinois. 
_Address: “Reduced Rates—Reduced Commis- 
sions—Increased Net Premiums,” W. Herbert 
Stewart, chairman, National Association surety 
committee; Stewart, Keator, Kessberger & Led- 
erer, Chicago, III. 

Address : “Risk Research Institute and the 
Agent,” A. M. Schmidt, president, Risk Re- 


(Continued on Page 29) 








NATIONAL UNION 
FIRE INSURANCE 
COMPANY 


Pittsburgh, Pa. 


OUT OF THE MAIL BAG 


“On March 6, 1906, I wrote my first 
fire insurance policy, and it was placed 
with your company. This risk, by the 
way, continues with my agency and 
the National Union.” 
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Finds Way Open Now 
For Gain in Premiums 


LETTER SENT TO PRODUCERS 





Business Development Office Tells 
Agents of Opportunity in Residen- 
tial and Business Fields 





Opportunities for agents to increase 
their premium income because of the 
present upward trend in economic devel- 
opments are enhanced by the numerous 
and substantial reductions in rates which 
have taken place in the recent past, F. S. 
Dauwalter, director of the Business De- 
velopment Office, New York, points out 
in an open letter repre- 
sentatives of stock fire insurance com- 
panies. He says that the alert agent will 
take full advantage of this unusual com- 
bination of circumstances, reassured in 
the conviction that with losses increas- 
ing steadily further reductions in rates 
may be regarded as highly improbable. 

Describing the various avenues lead- 
ing the way to more premiums for agents 
Mr. Dauwalter tells of reports of the 
progress of industry which are daily 
coming to the attention of insurance 
men. Continuing his letter says: 

We read of increased power produc- 
tion, of increased rail and other traffic, 
of expanding retail sales, of large auto- 
mobile production, and, in very recent 
months, of rapidly increasing building 
activity, particularly in the residential 
construction field. In all of these activi- 
ties a reversal of the trend during the 
past few years is evident and with it 
there is created an increased potential 
demand for property insurance and an 
increased income on the part of property 
owners with which that demand may be 
satisfied. 

Outside of the fire insurance business, 
the trend is towards a hardening of 
prices or in other words increased cost 
of commodities. The reverse is true of 
fire insurance and allied lines where a 
steady stream of rate reductions has sup- 
plemented the otherwise increased buy- 
ing power of the insurance consumer. 
It is this combination of conditions 
which affords an opportunity unparal- 


addressed to 


F. S. DAUWALTER 
leled in recent years to the salesman 
of capital stock fire insurance who is 


alert to the possibilities of the situation. 
It is impossible to discuss each of these 
opportunities in detail, but we shall at- 
tempt to suggest the major possibilities 
in brief terms. 


Residential Field 


Owners of private residence during 
recent years have displayed an inclina- 
tion to reduce and, in some instances, 
to eliminate entirely insurance on their 
properties in an effort to conserve in- 
comes which have been curtailed. These 
property owners today may well offer 
a market for increased insurance, not 
only on their dwellings, but on their 
personal belongings which are undoubt- 
edly being augmented in value to a con- 
siderable extent by the ever mounting 
purchases of new furnishings, mechani- 
cal refrigerators, and other similar prop- 
erty. 

It should not be difficult to interest 
the golf enthusiast in the purchase of 
a floater which will cover his new set 
of clubs and a similar appeal may be 





made to the enthusiastic owners of new 
cameras, guns, or musical instruments. 
Similarly, new fur coats offer a market 
for personal fur floaters. 

It will not be difficult to interest the 
owner of a new automobile in the com- 
prehensive policy which was brought out 
after his old model “A” Ford reached 
the point where it was no longer insur- 
able, and wide awake agents will utilize 
these opportunities to increase the prem- 
ium income of their offices in spite of 


reductions in rates which are taking 
place. 
Mercantile 
Values in the mercantile field have 


likewise been increased by extensive re- 
modeling operations and by expansion 
of stocks of merchandise that was nec- 
essitated by increasing volume of sales. 
Additional opportunities in this field have 
been opened up by the supplemental 
contract which provides insurance against 
loss by tornado, riot and explosion at 
a marked decrease in cost as compared 
to that at which these coverages former- 
ly were obtainable under separate con- 
tracts. The return of operating profits 
in contrast to the deficits which have 
obtained for several years, offers an 
unlimited field for the sale of use and 
occupancy or business interruption in- 
surance, the need for which is just as 
great as that for property damage in- 
surance. 


Manufacturing 


Taken on the whole, manufacturing 
activities have not expanded as rapidly 
as other sections of industry due to the 
lag in the so-called “heavy industries.” 
The steel industry, however, is now op- 
erating at something more than 70% of 
capacity and its operations have in- 
creased during the summer months con- 
trary to the usual trend. This may be 
accepted as evidence of returning pros- 
perity throughout the industrial field 
which will call for plant expansion and 
remodeling, with resultant increase in 
property values and also increased in- 
surable values in the form of raw stock. 
In this field, too, the appeal of broader 
coverage in the form of the supple- 
mental contract should not be over- 
looked, and use and occupancy insurance 
against all of the hazards provided for 
in the property insurance program should 
be actively solicited. 
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to assume. 





Cagle 


British Dominions 
Insurance Company Limited 


CARROLL L. DeWITT 
Asst. U. S. Manager 





of Boudor, Cnvgland 


A fine old English Company of high character and 
It is one of the largest Companies of Great 
Britain doing business in the United States and writes 
all the hazards a Fire Insurance Company is permitted 


HARRY G. CASPER 
United States Manager 
90 John St., New York 


Star 


BERT A. JOCHEN 
Asst. U. S. Manager 
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DO SOMETHING... 


Is your premium income what it should be? 
If not, do something about it. Now, 
You’re in business to make money. You 
are entitled to make more money. We 
can help you. How? We have a plan. It 
has increased the premium incomes of 
small, medium and large sized agencies 
throughout the country. It is explained in 
our free book “Planned Progress.” No 
use trying to figure up how much you have 
lost by not using this plan. Right now you 
can do something that will help you boost 
your premium income. Write for “Planned 
Progress” — sent without obligation. 


BOSTON INSURANCE COMPANY 
OLD COLONY INSURANCE COMPANY 
87 Kilby Street, Boston, Massachusetts 





R. M. Hooker Fireman’s Fund 
Special in New York State 


The Eastern department of the Fire- 
man’s Fund announces the appointment 
of Richard M. Hooker as fire and auto- 
mobile special agent for central New 
York, succeeding Robert D. Constable, 
who resigned recently. For the last six 
years Mr. Hooker has been associated 
with the Fidelity & Guaranty Fire as 
special agent in the same territory and 
prior to that was with the New York 
Fire Insurance Rating Organization. He 
is well equipped by training and experi- 
ence to handle underwriting and rating 
problems of agents of the Fireman’s 
Fund. Special agency headquarters will 
be maintained at the company’s service 
office, 605 Herald Building, Syracuse. 





Rights Waived by Mortgagze 
Inure to Owner’s Benefit 


A fire policy ‘contained a mortgage 
clause and a clause providing that the 
policy would be void if the insured 
should procure other insurance. The 
Louisiana Court of Appeals held, Jordan 
v. Commercial Union Fire of New York, 
167 So. 227, that the insured, whose 
rights were not affected by the mort- 
gagee’s procuring other insurance with- 
out the insured’s knowledge, could re- 
cover the full amount of the policy, 
which exceeded the mortgave debt, as 
against the contention that h‘s insurable 
interest was limited to the difference 
between the amount of the policy and 
the mortgage debt. 

The policy was a valued policy. Under 
the clause making the loss payable to 
the mortgagee to the extent of its in- 
terest, the mortgagee could have claimed 
the proceeds up to the amount of its 
debt. It did not elect to do so, but ex- 
pressly waived any rights under the 
policy. The proceeds were payable pri- 
marily to the mortgagor, as owner, and 
therefore it was held any waiver of the 
rights of the mortgagee inured to the 
benefit of the mortgagor, as owner, and 
not to the benefit of the insurer. 

Plaintiff here did not pray for inter- 
est, and interest was held incorrectly in- 
corporated in judgment in his favor. 
But there being no attempt to correct 
the error in the court below or appli- 
cation for a new trial, the judgment, as 
amended by elimination of the interest, 
was affirmed at the cost of the insurer. 





EAGLE FIRE DIVIDEND 
Directors of the Eagle Fire of New- 
ark have declared a dividend of 10 cents 
a share, payable September 30 to stock- 
holders of record September 15. This 
is the same amount as was paid last 
March. 
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Talks To Agents On 
Auto Finance Business 


URGES TIE-UP WITH BANKERS 








Walter Meiss, London Assurance Group, 
Boosts Efforts of Agents to Regain 
Control of Insurance 





Commercial and industrial bank financ- 
ing of automobile purchases will return 
the freedom of insurance contract in the 
business of financed automobiles, restor- 
ing that insurance to ethical and free 
competition with every agent sharing ac- 
cording to his ability and perseverance, 
said Executive General Agent Walter 
Meiss of the London Assurance group 
when speaking to the thirtieth annual 
convention of the Iowa Association of 


WALTER MEISS 


Insurance Agents at Davenport, Iowa, 
Wednesday. 

In more than two years of effort to get 
bankers and insurance agents interested 
in this plan for commercial bankers’ en- 
try into automobile financing Mr. Meiss 
has become widely known for his efforts 
along this line. He went on to say: 
“The amount of consumer credit out- 
standing in the form of loans in 1935 
totals more than all commercial loans 
made by all the banks in this country. 
More and more banks are wisely begin- 
ning to participate in this volume. As 
one prominent banker at an association 
meeting put it, ‘Had we matched our ca- 
pacity with initiative we might have had 
this consumer loan business, and at a 
net result that would have enabled us to 
solve the current problems of diminish- 
ing profits in our business.’ 

“The depression years definitely proved 
that consumer credit, properly handled, is 
safe, liquid and profitable. It is directly 
in the field of sound banking, so when 
you approach your banker on this prop- 
osition it need be with no apologies. 


A New Era in Banking 


“Hundreds, probably several thousand, 
banks are now making such loans, the 
subject has been discussed at numerous 
bankers’ conventions, in various banking 
magazines and business periodicals and 
widely in the insurance press. It is no 
longer an idea; it is a new era in bank- 
ing and a new deal in insurance. If your 
banker is at all alive to the trends of his 
calling, he either has studied the propo- 


sition or is more or less familiar with it* 


and certainly should be more easy to 
convince of the wisdom and practicabili- 
ty of it than was the case two years or 
even a year ago. 

“Bankers are by nature negative mind- 
ed and slow to change from methods 
used in the past, so don’t be discouraged 
by the first interview. After all, bankers 
are merchants buying and selling credit, 
and when a merchant faces the prob- 
lem, which banks are facing, of increased 
cost of-merchandise and a declining sell- 




















NORWICH UNION 


policies and service 
have world-wide 
reputation 





NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


75 Maiden Lane, New York 
HART DARLINGTON, Manager 


EAGLE FIRE COMPANY 
of New York 


Incorporated 1806 


75 Maiden Lane, New York 
HART DARLINGTON, President 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 


75 Maiden Lane, New York 
HART DARLINGTON, President 


In NORIVICH UNION there is strength 
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ing price because of a declining Customer 
demand, with stocks on hand accumulat. 
ing, he looks for new lines and new cys. 
tomers. Your banker, if he is a Wise 
manager, will be of an open mind and 
will give an attentive ear to any sound 
proposal that will net him more retyry 
on his money, providing it has Proved 
elements of reasonable safety. Banks 
must find new outlets for idle funds, The 
installment sales system is here to stg 
and it is a sound and profitable outlet 
for bank funds. 

“None of us anticipate that the banks 
will take over the entire field of con. 
sumer credit, but it seems quite reason. 
able to assume that they will get in at 
least to such an extent as to control it 
This plan of having banks extend the 
scope of their services to the installment 
field is a direct frontal attack on the 
finance companies, something they can 
see and feel, if not understand, is dj. 
rectly in the public interest, and it gives 
insurance agents a potent ally. 

“The entry of the banks into this field 
brought about the famous 6% (really 
11% interest) plan so the insurance busi- 
ness has already performed a real service 
to the public in this field by bringing 
about a reduction in interest charges. 


Auto Buyer Well Protected 


“Another bit of public service is that 
this plan of ‘6% plus insurance’ has for 
the first time and for all time definitely 
fixed the insurance as a separate and dis- 
tinct transaction of major importance in 
itself and not as a mere intangible part 
of the finance charge. Under the finance 
company system the insurance is written 
to serve first the all important interests 
of the finance company with the pur- 
chaser’s interest merely incidental. When 
the insurance, as under the bank plan, is 
placed with a local agent by the pur- 
chaser, that purchaser is the agent's 
client, and he gets the best treatment, 
advice and service that any insurance 
buyer can get. 

“The finance companies say they have 
an interest to protect; so has the buyer, 
and his interest is constantly increasing 
while the finance company’s decreases. 

“I think it safe to say that the finance 
companies, while worried and considera- 
bly irked by the surprising developments 
to date, are more worried by the basic 
threat and its future effects, and they 
should be. The 6% plan, instead of re- 
tarding, as it was expected to do, rather 
stimulated bank entry into this field.” 


Court Case Where Agent Is 
Interested in Insured Risk 


If the agent of an insurer is himself 
interested in the property insured, his 
knowledge of matters affecting the risk 
will not, ordinarily, be imputed to the 
company, Jackson vy. American Eagle 
Fire, Tennessee Supreme Court, 92 S.W. 
(2d) 874. When a member of a_part- 
nership representing the insurer issued 
to himself, or had issued to himself, a 
fire policy on property of which he was 
not the sole and unconditional owner as 
required by the policy the company was 
not chargeable with notice that the in- 
sured was not sole owner and the policy 
was held void. A mortgagee which ex- 
amined the title of the property before 
making the loan thereon and was advised 
that the title was not in the insured 
could not recover on the standard mort- 
gage clause. 








TEXAS WIND LOSSES HEAVY 


Losses resulting from the severe wind 
and hail storm which visited Dallas late 
in July have mounted to. catastrophe 
proportions, according to reports from 
leading companies and agencies. A large 
staff of adjusters has been on the job 
constantly since the storm and it is be- 
lieved that another week or ten days 
will be necessary to clean up. The esti- 
mates place the losses at well in excess 
500,000, as contrasted to the first 
estimates of $50,000 to $100,000. The 
damage to the Texas Centennial Expo- 
sition at Dallas will be settled for ap- 
proximately $40,000. 
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Virginia has 42,627 square miles ...........+..++.++- 141% of the US. 
Virginia has 2,421,851 population ........... caine . 197% of the U.S. 


Virginia has National Shrines in Mt. Vernon, Monticello and the Arling- 
ton National Cemetery. 


Contributions of the “Old Dominion” State to the history and educational development of the 
nation give it many reasons to be proud. 

The manufacture of cotton cloth, only one product of 1,864 factories, is increasing, while the 
value of Virginia’s exports has jumped rapidly in the last ten years. 

Soon after the settlement of Jamestown in 1607, the cultivation of tobacco was started; the 
State has been one of the leaders in this product, as well as peanuts, pure bred livestock and in 
the unusual variety of lumber produced. 

At Hampton Roads and Newport News there are great navy yards and shipbuilding plants, 
utilizing the James River for anchorage purposes. 


Virginia insures, with the old established stock insurance compa- 


nies, $854,926,949 of its property values against fire and pays, 
annually, $7,530,237.—1.63% of the premiums of the United States 


American Equitable Assurance Com- = Merchants and Manufacturers Fire 


pany of New York Insurance Company 
Organized 1918 Capital, $1,000,000.00 Newark, N. J. Chartered 1849 
e Capital, $1,000,000.00 
Globe & Republic Insurance Company ‘ 
of America . 
Philadelphia, Pa. Established 1862 New York Fire Insurance Company 
Capital, $1,000,000.00 Incorporated 1832 Capital, $1,000,000.00 
e * 
Knickerbocker Insurance Company Sussex Fire Insurance Company 
of New York Newark, N. J. Incorporated 1928 
Organized 1913 Capital, $1,000,000.00 Capital, $1,000,000.00 
92 William Street on anaAee af New York 


One of a series designed to acquaint insurance men and insurance buyers with a few facts about our country. 
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Supplemental Contract Offers Fine 


Opportunity for 


The supplemental contract, sometimes 
termed additional hazards supplemental 
contract, six point (or five point or 
seven point) supplemental contract, ex- 
tended coverage, etc., includes a num- 
ber of special contracts, varying in dif- 
ferent jurisdictions, which may be at- 
tached to a fire insurance policy (and 
to no other policy) and which extend the 
policy to cover a number of additional 
hazards in one instrument, says North- 
ern Lights, publication of the Northern 
\ssurance. 

There is variation in the supplemental 
co tracts used in different jurisdictions. 
The rule book of the state in which the 
risk is located should always be con- 
sulted carefully before adding this addi- 
tional cover to any risk. 

In most of the Middle 
Southeastern and Eastern states, the 
prescribed supplemental contract may 
now be attached to policies covering all 
classes of risks (business as well as 


Western, 








More Commissions 


dwellings), with certain exceptions, as 
cutlined in the rule book. The classes 
of property on which it may not be 
written are usually farms and risks with 
unusual explosion, windstorm or riot 
hazards, such as electric generating sta- 
tions, green houses, mining properties, 
oil and gas properties, prisons, traction 
property, trees, shrubs, etc. It is not 
permissible to write this coverage in 
connection with floater policies: 

How Contract Differs in Various 

Parts of Country 

In Eastern states this contract ex- 
tends a fire insurance policy to cover 
six points, namely: 

1. Windstorm, cyclone’ or 
damage. 

2. Hail damage. 

3. Explosion damage. 

4. Riot damage. 

5. Aircraft damage. 

6. Motor vehicle damage. 

The form used in Middle 


tornado 


Western 


states gives the same cover but one 
more hazard is included. 

7. Smoke damage. 

In Southern states, the form is similar 
to the Middle Western covering the 
same seven points. When written for 
dwellings, one more hazard is included. 

8. Rental value. 

In the Pacific Coast, the supplemental 
contract may be written on dwelling 
property only. In most Pacific states, 
this coverage is known as the “seven 
point combined contract.” It includes: 
.-indstorm, hail, explosion, riot, aircraft 
damage, automobile damage. All sub- 
stantially the same as in the East, 
Southeast and Middle West, and fallen 
building clause waiver; by virtue of 
which the insurance continues in force, 
even though the building or a part there- 
of falls. 

The assured must purchase all the 
additional coverages. If he wishes pro- 
tection against only one or more of the 
hazards included in the supplemental 
contract, he must buy this coverage un- 
der separate policies as before. 

Most forms contain the equivalent of 
a bridging the gap clause, providing that 
in case a building falls as a result of a 
hazard insured against by the supple- 
mental contract and fire immediately fol- 
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lows, the supplemental contract shajj 
cover the resulting fire loss. 


Covers Fire Caused by Riot 


One important argument for the sup- 
plemental contract is that it covers fire 
loss caused by riot. Contrary to the 
opinion of nearly all insureds, the stand. 
ard fire insurance policy does not cover 
fire caused by riot. 

When the supplemental contract is at. 
tached to a fire policy it must be applied 
for an equal amount to all items of that 
policy eligible to receive the coverage 
However, if a policy contains an item 
not eligible for the supplemental con. 
tract, such item must be excepted from 
the supplemental contract coverage. The 
only exception to this, in some jurisdic- 
tions, is smoke damage, which may be 
applied only to specified items. 

The amount of this contract is and 
remains the same amount as that of the 
fire policy to which it is attached. 

It can only be attached to fire policies 
and not to combined fire and windstorm 
policies. 

In jurisdictions where the supple- 
mental contract may be added to fire 
policies covering business risks, it may 
also be added to U. & O. and profits 
and/or commissions policies on the same 
risks. Consequential damage may also 
be covered. 

May Be Attached to I. U. B. Policies 


The supplemental contract, where 
authorized for business risks, may be 
attached to policies written under Inter- 
state Underwriters Board or single state 
reporting forms, if the risk is eligible 
for both the reporting form and the sup- 
plemental contract. In the Middle West, 
it may also be attached to policies writ- 
ten under the merchandise and fixture 
form, under the same conditions. 

Insurance under this contract is sub- 
ject to the same term rule that applies 
to the fire policy to which it is attached. 

In case the insured carries windstorm, 
riot, explosion, etc., insurance under sep- 
arate policies, and wishes to substitute 
the supplemental contract, the rules gen- 
erally permit the separate policies to be 
cancelled on a pro rata basis, provided 
the supplemental contract is added to a 
fire policy (1) in the same company, (2) 
for at least the same amount and (3) for 
a term at least as long as the unexpired 
term of the cancelled policy. Otherwise, 
cancellation must be short rate. 

Rates for this coverage vary in dif- 
ferent states and for different classes of 
risks. But the rate for the supplemental 
contract is always substantially less than 
the combined rates of the several kinds 
of insurance that it provides. 

Under the supplemental contract, the 
policyholder obtains the benefit of a 
simpler insurance routine: The elimi- 
nation of detail, the substitution of one 
policy and one premium for several, the 
concurrence of policy terms. 

It should appeal not only to property 
owners but also to mortgagees such as 
building and loan associations, trust 
companies, banks and the like. 





AVIATION IN HOLLAND 


The annual report of the Chamber of 
Commerce of Amsterdam, just out, says 
about aviation: Aviation insurance had 
considerable difficulties to overcome in 
1935 and results were unusually poor. 
Not less than four ships were a total 
loss. As cause is given that the rapid 
development changes frequently the type 
of ships and statistics fast become anti- 
quated and almost worthless. Transit 
increases rapidly and this extensive activ- 
ity increases the hazard. Since the 
“Melbourne Flight” new lines are being 
opened everywhere. 





TO SURVEY UTICA, N. Y. 

Insurance Superintendent Louis H. 
Pink of New York is going to ask the 
National Board of Fire Underwriters to 
make a survey of Utica, N. Y., with a 
view to reducing its base rate, which 1s 
at present eighteen cents. The last sut- 
vey was made in 1928 and since then 
there has been considerable improvement 
in fire protection according to city ol 
ficials in Utica. 





Septemb 


= 
ee 








1, 1936 
—=—:" 
*t shall 


ot 


he Sup- 
ers fire 
to the 
> Stand. 
it cover 


t is at. 
applied 
of that 
verage, 
item 
al con- 
d from 
ze. The 
urisdic- 
nay be 


is and 
, of the 


Policies 
dstorm 


supple- 
to fire 
it may 
profits 
€ same 
y also 


-olicies 
where 
lay be 
Inter- 
€ state 
ligible 
e sup- 
West, 
; writ- 
fixture 


$ sub- 
ipplies 
ached. 
storm, 
T sep- 
stitute 
Ss gen- 
to be 
vided 
1 toa 
y, (2) 
3) for 
xpired 
Twise, 


n dif- 
ses of 
nental 
; than 
kinds 


t, the 
of a 
elimi- 
f one 
1, the 


perty 
ch as 
trust 





September 11, 1936 








Page 25 























PUBLIC ENEMY) 





COMMON ENEMIES 
TO GUARD AGAINST 

















1 FIRE 9 LIGHTNING 

2moToR 10 MARINE 
ACCIDENT DISASTER 

3 WINDSTORM Itt RAILROAD 
& TORNADO WRECK 

4 PERSONAL 12 FALLING 
ACCIDENT AIRCRAFT 






SSICKNESS 13 EXPLOSION 
LT 6 OAMAGE 14 RIOTor CIVIL 
7% CLAIMS COMMOTION 
7 BURGLARY IS EARTHQUAKE 
BROBBERY IBFORGERY 
17 DISHONESTY 


sa 
ae 



























The fear of serious or prolonged illness and its possible consequences is a NIGHTMARE that 
perpetually haunts the thoughts of the bread-winner responsible for the up-keep of the home. 


When despite our best efforts at prevention illness comes, the work and savings of a lifetime x 
may vanish, while the DEMONS of worry and despair cruelly prod their victim. oF 90 
The worst sting of impaired health can be alleviated if in our days of health and vigor 
adequate INSURANCE has been provided to span the gap left by the inroads of sickness. 


LOYALTY GROUP 


Firemen'’s Insurance Company of Newark, New Jersey — orcanizeo|655 















The Girard Fire & Marine Insurance Co. _—onsamzeo 1653 Milwaukee Mechanics’ Insurance Company onsamzee (692 
The Mechanics Insurance Go. of Philadelphia 1854 National-Ben Franklin Fire Insurance Eo « IBB6 
Superior Fire Insurance Company ° (871 The Concordia Fire Insurance Co. of Milwaukee “ 1670 
The Metropolitan Casualty Insurance CoofNY. « 1674 Commercial Casualty Insurance Company « 1909 
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844 RUSH STREE 1, CHICAGO, ILLINOIS 10 Park Place 220 BUSH STREET, SAN FRANCISCO, CAL 
CANADIAN DEPARTMENT Newark, New Jersey SOUTH-WESTERN OEPT, 
912 COMMERCE STREET, DALLAS, TEXAS 


461 BAY STREET. TORONTO. CANADA 
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Carolina Appoints Joseph Golub 


Appointment of the Joseph Golub 
agency for New York City territory has 
been announced by the Carolina, mem- 
ber of the Home of New York group, 
effective immediately. As it launches 
this old established Brooklyn concern in 
the Manhattan and Bronx field the ap- 
pointment will occasion more than cas- 
ual interest along the Street. The new 
office, located on the third floor at 123 
William Street, will also represent the 
Carolina for suburban business. 

Having become one of the largest 
agencies in Brooklyn and already en- 
joying the patronage of many Manhat- 
tan brokers, the Golub agency will be 
expected by its friends to make an im- 
portant place for itself among Gotham 
underwriting offices. That it starts as 
a completely equipped office and with 
the facilities of the Home fleet encour- 
ages that expectancy. Incidentally, the 
City of New York, also of the Home 
group, will continue to be represented 
by the agency’s Brooklyn office at 151 
Remsen Street. 

Agency’s Growth 

Established in 1905 in the eastern dis- 
trict of Brooklyn the Golub organiza- 
tion grew slowly during its earlier years. 
A decade or so ago it became more ag- 
gressive and throughout the depression 
years has maintained a fast rate of busi- 
ness development. Prior to launching 
out for himself Mr. Golub had been in 
charge of the insurance department of 
a private bank in Brooklyn. This affilia- 
tion with this private bank where he 


established its insurance department 
undoubtedly proved good __ business 
schooling. It probably explains that 


mixture of conservatism and progres- 
siveness which is part of Mr. Golub’s 
personal equipment. This banking train- 
ing also caused him to move cautiously 
during the early days of his own busi- 
ness, preferring not to branch out until 
he felt he had laid a strong foundation. 

Associated with Mr. Golub in the bus- 
iness is his son, Bert, who joined his 
father in the agency nine years ago, 
after gaining insurance training in the 
metropolitan office of the Commercial 
Union. A hustler and a man of pleas- 





TENNIS TEAM NAMED 

The Insurance Athletic Association of 
New York has announced its tennis 
team to meet players of non-insurance 
organizations in tournament matches 
that will wind-up its 1936 tennis activ- 
ities. Representing the insurance dis- 
trict will be (1.) H. H. Wychoff, Royal’s 
Brooklyn office; (2.) R. E. Neill, Insur- 
ance Co. of North America; (3.) Arnold 
Hemley, insurance broker; (4.) Clyde 
Sisson, Aetna Life; (5.) Harold Glatzer, 
insurance lawyer; (6.) Willis G. Jones, 
Donovan Agency; (7.) Clinton H. Cook, 
Great American. 

On September 19 the team will play 
the Edison Tennis Club; on September 
26 the N. Y. Central Tennis Club, and 
on October 3 the Broad Channel Tennis 
Club. 

The team’s coach is Ben Gold. 


For New York City Territory 





JOSEPH GOLUB 


ing personality he has become an out- 
standing figure in the developing and 
servicing of brokerage business. 

Handling production for the agency 
also are Fred Gottlieb and Neal Chi- 
chester, both well known. Bert Waring, 
who has had about thirty-six years’ ex- 
perience, is the agency’s fire under- 
writer, while Jack Landrigan, who also 
has been with the Golub concern for 
many years, is in charge of the cashier’s 
department. 


Nicholas Leith & Co. Add 
Rochester American 


APPOINTED FOR BROOKLYN 





Agency Long Established; Dates Back 
to Old Firm of Delladerney and 
McLaughlin 





The Rochester American of New York 
has announced the appointment of Nich- 
olas Leith & Co., Inc., 44 Court Street, 
as agent for Brooklyn fire business. Hav- 
ing a capital of $1,000,000, a policyhold- 
ers’ surplus of $2,704,712 and the large 
facilities of the Great American group, 
of which it is a member, policies of the 
Rochester American are acceptable in 
substantial amounts to the various finan- 
cial and mortgage institutions. Obvi- 
ously it adds another desirable compan: 
to the fleet already represented by the 
Nicholas Leith office. 

The agency mentioned is one of the 
old-timers in the Brooklyn field, extend- 
ing back to the days when it was known 
as Delladerney & McLaughlin. Later it 
became McLaughlin Bros., then the Mc- 
Laughlin Agency, Inc., and in 1921 Kahn 
& Leith, under which name it was con- 
tinued until Edward Kahn and Mr. Leith 
separated in 1929. 

Mr. Leith, who is president and treas- 
urer of Nicholas Leith & Co., Inc., joined 
the agency about twenty-five years ago 
when it was known as McLaughlin Bros. 
A. J. Hornbostel, vice-president, and C. 
E. Lindemann, secretary, have been with 
the organization respectively for fifteen 
and eighteen years. 

Besides the Rochester American, com- 
panies represented include the Albany, 
Anchor, Equitable Fire & Marine and 
United Firemen’s, for Brooklyn, and the 
Providence Washington for Long Island 
suburban. 





H. W. J. HAMMOND DEAD 
Well-Known Brooklyn Agent Had Been 
Ill a Week; Was Highly Esteemed; 
Funeral Services Today 

Henry W. J. Hammond, Brooklyn 
agent, died Tuesday afternoon following 
an illness of a week. On Sunday he was 
brought home from the country, where 
he had gone several days previous. He 
was 59 years old. His widow, Mrs. 
Agnes H. Hammond; a sister, Mrs. Anna 
B. Heyman, and a nephew, Neil MacIn- 
tosh, survive. Funeral services will be 
held at 10.30 this morning at the Harry 
T. Pyle Mortuary, 1925 Church Avenue, 
Brooklyn. Interment will be at Holy 
Cross Cemetery, Brooklyn. 

Mr. Hammond’s death came as a shock 
to a large number of friends in the New 
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York insurance district. A fine char. 
acter, fair and honorable in all matters 
a capable insurance underwriter, always 
pleasant and considerate, he was highly 
esteemed by all who knew him. Afte 
serving for fourteen years with the old 
New York City agency of Kelly & Fulle; 
Mr. Hammond joined the Brooklyn 
agency of E. B. Vanderveer in 1916 
office manager and confidential assistant 
Upon Mr. Vanderveer’s retirement May 
1, 1928, he acquired the agency which 
then adopted his own name. He cop. 
tinued to administer Mr. Vanderveers 
personal affairs until the death of the 
latter, a few years ago. Like his former 
chief, Mr. Hammond was a member of 
the Union League Club of Brooklyn and 
active in its affairs. He was also 4 
member of the Brooklyn Fire Agent; 
Association. 

The agency of H. W. J. Hammond 
which is located at 130 Montague Street 
Brooklyn, will be continued under the 
joint management of Mr. MacIntosh, 
Mr. Hammond’s nephew, and Theodore 
J. Goetz. The former has been with the 
agency for three years and the latter for 
seven years. The agency has represent- 
ed the Royal Exchange and the Pennsyl. 
vania over thirty-one years, the North- 
ern of New York also for many years, 
while the American of Newark and the 
Glens Falls Indemnity have been in the 
office for some time. 





D. MALCOLM WINNE DEAD 





Long With Aetna Fire; Was Dean Of 
Company Fire Inspectors In 
New York City 

D. Malcolm Winne of the staff of the 
Aetna (Fire) Group in New York City 
died on Wednesday, September 2, at the 
age of 83. Active until a few weeks ago 
he was the dean of the company fire 
inspectors in this city. 

Mr. Winne spent his entire life in the 
fire insurance business in New York, 
commencing as a young man with Wil- 
liam E. Goodridge, whose brokerage 
business is still being continued by his 
son, William E. Goodridge, as William 
E. Goodridge & Son. About the year 
1886, he joined John R. Waters, remain- 
ing with him until the business was in- 
corporated as John R. Waters Co. in 
1907. From then until 1914 Mr. Winne 
was associated with A. E. Miller, man- 
ager of the Northwestern National, and 
John M. Talbot & Co., making inspec- 
tions for both offices. 

On the death of Mr. Talbot in 1914 
he joined the staff of Russell, Scott & 
Ziegler, which after a few years was suc- 
ceeded by Russell & Ziegler. Mr. Winne 
remained in the service of the latter 
until the’ firm was dissolved in 1931 and 
the office was established as the New 
York Department of the Aetna (Fire). 
Although then well beyond the age ol 
retirement set by the company, in view 
of his past valuable services through its 
agency representatives extending over 
twenty-five years, Mr. Winne was re 
tained on the active list, remaining use- 
ful up to within a few wecks of his 
death. 

Mr. Winne was a gentleman of the old 
school, thoroughly democratic in all his 
contacts and of very even temperament. 
He was never known to lose paticnce oF 
express vexation, no matter how tryiré 
the circumstances. In his passing, those 
who knew and admired him will all feel 
a keen sense of personal loss. 





SEEKS BLUE GOOSE MEETING 
The British Columbia Pond of the 
Blue Goose is making a strong bid for 
the 1937 meeting of the grand nest. The 
invitation will be presented at the 19% 
convention next month at Oklahoma City. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 














Bill Hedox of Binghamton, N. Y., is 
responsible for this one told to me re- 
cently: A certain Irish woman, fresh 
from Ireland, in her new home naturally 
sought out the parish priest, a fine Cath- 
olic gentleman, who wore a beard, how- 
ever. She seemed intensely interested 
in what he said, which pleased him very 
much and he remarked upon it to her. 
“Well, your reverence,” she said, “I like 
you very much; and also your fine beard 
reminds me of the dear old billy- -goat I 
left behind in the ould country.” 

* * * 
“Books” Under a Loss Claim 

In adjusting a loss years ago I went 
through an inventory of household fur- 
niture, which was all right except that 
there appeared an item of “books” which 
ran into quite some figures. Upon in- 
vestigation I found that there were reels 
of motion picture films of the son of 
the assured, who had ingeniously listed 
them as books on the theory that they 
were books to him in his profession as 
private movie professional exhibitor. 
This was in the early days of the busi- 
ness. Today a small household outfit 
would be considered part of the con- 
tents, but even so the ones mentioned 
above would not come under books. 

a 
Etiquette Defined 

Percy Clark, formerly special agent in 
New York State and then an officer of 
the North America at Philadelphia, long 
gone beyond, told this one about two 
Pennsylvania Dutchmen: “Hans,” one 
said, “what is etiquette?” The reply 
was: “When I meet you and we play 
cards together and I call you down for 
stupidity, that is not etiquette, but the 
truth. However, if I solicit an order 
from you, as I will tomorrow, I will 
address you as Mr. Conrad Feigel, say 
‘Dear Sir’ and sign ‘Yours respectfully.’ 
That’s etiquette.” 

* * 
A Slogan Reversed 

“Never put off until tomorrow what 
you can do today” is supposed to be the 
real stuff, but I say, “Always put off 
until tomorrow what you can do better 
then, after a night’s rest and reflection.” 

* * * 
Beware of Silent Man 

Do not be afraid of a talkative man, 
for he tells you what he thinks. But 
beware of a silent man, for he does not 
tell you what he thinks, and you have 
to be on your guard until you find out 
what is passing in his mind. He has 
the advantage of you for that reason. 

* * * 


Unpleasant Week-end Prospects 

Years ago at Toronto I was inspecting 
a large phonograph factory on a Satur- 
day at about noon, and wandering 
around in an annex. I suddenly realized 
that the plant was about to be closed 
and I was locked in by double fire proof 
doors, which had been closed. The pros- 


pect of spending Saturday afternoon un- 
til Monday, or at least until the watch- 
man found me, was not only unpleasant 
but terrifying. I got hold of a piece of 
timber and made such a noise that fin- 
ally I was “rescued.” 

Recently I had a similar experience in 


Newburgh. I had returned to an agent’s 
office, after inspecting a golf club at his 


special request, and called at his office 
in the hope of seeing him to tell him 
about an authorization. He and two 
lawyers occupied three offices separate- 
ly on the second floor, over a drug store, 
and it was their habit to lock the en- 
trance door on the first floor to close all 
offices, the last man out locking the 
door. When I returned to the office I 
heard the two lawyers talking while I 
waited for the agent, and then got to 
reading some insurance literature, when 
I realized suddenly that it was very 
quiet and that the two lawyers had 
gone. So, thought I, I guess I'll be 
going home—but found the door locked. 
Luckily I got one of the lawyers, who 
was just leaving his residence for the 
week-end, on the phone and he told 
the druggist downstairs to rescue me. 
The druggist seemed to be in no hurry 
and it took quite a while before he 
showed up, saying in excuse that he had 
been busy. I could have wrung his 
neck. 


H. T. Davidson of Agents’ 


Association Loses Wife 


Mrs. Bessie Coulter Davidson, wife of 
Henry T. Davidson, assistant treasurer 
of the National Association of Insurance 
Agents, died Saturday, September 5, at 
her home in New York, after a lingering 
illness. Burial services were held yes- 
terday at Cave Hill Cemetery, Louisville, 
Ky., the former home of Mr. and Mrs. 
Davidson. 

Mrs .Davidson was a native of Hen- 
dersonville, Kentucky. In addition to 
Mr. Davidson, she is survived by a 
daughter, Mrs. Nancy La Mar and a 
granddaughter, Nancy La Mar, of New 
York City, and a son, Lewis Dixon 
Knight of Los Angeles. Mrs. La Mar 
accompanied Mr. Davidson to Louisville 
for the services. Mr. Davidson has been 
with the National Association since 1922, 
and with the exception of Secretary- 
Counsel Walter H. Bennett, has been 
with its headquarters office longer than 
any member of the staff. 








FIRE PREVENTION LEAFLET 


In connection with the observance of 
Fire Prevention Week this year the Fed- 
eral Housing Administration has issued 
a four-page leaflet dealing with fire haz- 
ards of the home. Copies of this book- 
let, FHA-701, in quantity lots may be 
obtained by writing the Division of Edu- 
cation, Federal Housing Administration, 
Washington, a ¢. 


ROYAL EXCHANGE ASSURANCE (1729) 


FIRE and MARINE LINES 


PROVIDENT FIRE INSURANCE CO. 
FIRE LINES 


CAR & GENERAL INS. CORP., LTD. 
CASUALTY LINES 


111 John Street, New York 
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w. U. A. MEETS SEPT. 





Semi-Annual Gathering at Hershey, Pa., 
to Consider Important Problems 
In Western Field 

A. F. Powrie, Fire Association of 
Philadelphia’s western department man- 
ager, in his capacity as president of the 
Western Underwriters’ Association, an- 
nounced the program for the semi- 
annual meeting of the W. U. A,, to be 
held at Hershey hotel, Hershey, Pa., 
September 15-16. The announcement 
follows the outline prepared by the com- 
mittee on order of business, which in- 


cludes Robert D. Safford, chairman; 
R. P. Barbour, S. M. Buck, E. A 
Henne, and W. K. Maxwell. Important 


matters will be discussed by the presi- 
dent. 

The report of the committee on mem- 
bership is in charge of W. H. Lininger, 
chairman; Geo. H. Bell, Robe Bird, C. 
Claussen, James E. Foster, and R. L. 
Mouk. C. R. Street, chairman ; A. G. 
Dugan, W. P. Robertson, and J. M. 
Thomas, will offer the memorial com- 
mittee’s resolution on the late J. H. 
Lenehan. 

The governing committee’s report will 
come from John C. Harding, chairman; 
W. P. Robertson, vice chairman; W. N. 
Achenbach, E. A. Henne, F. W. Koeck- 
et c. t McKeown, Robert D. Safford, 
F. M. Gund, C. F. Shallcross, C. H. 
Smith, and the following ex- -officio mem- 
bers, President Powrie, W. Kurth, S. M. 
Buck, and C. R. Street. 





European Countries Report 


Big Drop in Fire Losses 
In twenty-three important economic 
countries the world over statistics and 
special studies show a lowering of the 
loss ratios; 1929 and 1930 show the high- 
est ratios and 1935 the lowest. The 
ratios in the leading European countries 
fell against the respective highs as fol- 
lows: Germany by 63%; Poland by 56%; 
U. S., 44%; Hungary, 43%; Roumania 
and Bulgaria, 41% each; Czechoslovakia, 
37%; Norway, 26%; England, 25%; 
Finland, 14%; Sweden, 15%. 


ROBERT R. BURNAM DIES 

Robert Rodes Burnam, Richmond, Ky.., 
forty-six years of age, for a number of 
years in the fire and general insurance 
agency business, and former postmaster, 
died at the Pattie A. Clay Infirmary, 
Richmond, on September 2. Mr. Burnam 
was a son of the late Robert R. Bur- 
nam, Sr., a former Richmond agent; and 
brother of Sam P. Burnam, of the Bur- 
nam & Harber agency. Mr. Burnam was 
quite active in politics. He is survived 
by his mother, Mrs. Cynthia Smith Bur- 
nam: a son, Rodes; a daughter, Kather- 
ine C.; a sister, Mrs. William W. Rus- 
sell; and two brothers, Sam P., and Wil- 
liam Burnam. 





———__ 
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Presidential Proclamation 


For Fire Prevention Week 
President Franklin D. Roosevelt has 
issued a proclamation setting aside the 
week of October 4 as Fire Prevention 
Week. In his statement he said in part: 
“Whereas, the annual fire loss in the 
United States includes thousands of 


human lives taken and hundreds of mil- 
lions of dollars of property values de- 
stroyed; and 

“Whereas, this loss has been mater- 
ially reduced by the preventive measures 
adopted during recent years; and 

“Whereas, further improvement can 
be brought about by our common effort 
to eliminate fire hazards and to prevent 
destructive fires in the home, school, 
factory and forest, and on the farm; 

“Now, therefore, I, Franklin D. Roose- 
velt, President of the United States of 
America, do hereby proclaim and desig- 
nate the week beginning October 4, 19%, 
as Fire Prevention Week, and I ‘invite 
the co-operation of all our people in 
the further elimination of existing fire 
hazards to the end that the loss of life, 
the destruction of property and the suf- 
fering caused thereby may be still 
further reduced.” 





PROTEST WRITING BY LLOYD'S 


The Oregon State Agents Association 
at its recent meeting adopted a resolu- 
tion condemning the writing of fire in- 
surance in that state by London Lloyd's 
at rates materially lower than the au- 
thorized rates of any rating bureau in 
the state. The agents, by publication 
of their resolution, aim to appeal to all 
insurance men in Oregon to assist in 
stamping out this illegal competition to 
the Insurance Department by reporting 
all risks covered by Lloyd’s together 
with information as to any residents of 
the state who may be directly or in- 
directly aiding in the solicitation of fire 
insurance business for Lloyd’s, which 
group of underwriters is not licensed in 
Oregon. 











Franklin W. Fort 
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Florida Adjuster Discloses One of 
Ackermann’s Secret Discoveries 


Frederick Ackermann, of Newark, 
widely known New Jersey general agent 
of the National Union Fire, who has a 
fund of amusing and colorful human 
interest stories about insurance men 
equal to that of anyone in the business, 
now and then is on the receiving end of 
a good story. One of his close friends 
is W. Julian Bell, insurance adjuster at 
Miami, Fla., who, following a_ recent 
trip to New York, relates the following 
anecdote with the remark that it fur- 
ther reveals “the sage philosophy, the 
acumen and the farseeing conclusions of 
the thoughtful ideologist that Mr. Ack- 
ermann’s friends have long known him 
to be”: 

“There is a question that has puzzled 
the minds of men for ages and brought 
on endless discussion, and this question 
Mr. Ackermann has now solved—to the 
relief and satisfaction of a questing 
world. 


What Is This Mystery? 


“The matter has engaged his thought- 
ful mind for years—even since the days 
of the ‘horse and buggy era’—that period 
of calm reflection when man—not driven 
by the hectic ebb and flow of present 
day existence—had time to theorize on 
unexplainable mysteries. Mr. Acker- 
mann, in those far-off but not forgotten 
days, when driving along country roads 
over which he was often required to go 
in pursuit of his accustomed duties, had 
time to meditate on these phenomena 
and it was his wont to observe—with 
ever increasing bewilderment—the ap- 
parently aimless meanderings, the flut- 


CHARLES M. CLOSE ADVANCED 


Made Agency Superintendent by Great 
American; Beckham Succeeds Him 
in Central New York 
Charles M. Close, who has been spe- 
cial agent of the Great American group 
in central New York State, has been 
promoted to agency superintendent and 
transferred to the home office in New 
York City. William A. Beckham, Jr., 
who has been in the western New York 
field, succeeds Mr. Close in central New 
York and will have his headquarters in 
the Union Building, Syracuse. Mr. Beck- 
ham was in the home office of the Great 
— group before going into the 

eld. 


Royal-Liverpool Groups 
Lease New Offices in Phila. 


The Philadelphia branch office of the 
Royal-Liverpool groups will occupy new 
quarters on the ground floor of the La- 
fayette Building, Fifth and Chestnut 
Streets, as soon as alterations and im- 
provements have been completed. The 
groups will occupy the western half of 
the street floor and also will have space 
in the basement and on the second floor. 
The Lafayette Building has housed a 
number of firms prominent in the finan- 
cial and commercial life of Philadelphia. 


UNDERWRITERS GOLF MEET 


The Underwriters Golf Association will 
hold its fall tournament on Wednesday, 
September 23, at the Shackamaxon 
Country Club, Westfield, N. J. The pro- 
gram will consist of the usual events 


tering vacillations of the genus Gallus 
domesticus, as exhibited in its contem- 
porary prototype—the common _barn- 
yard fowl. 

“Not content to accept the erroneously 
conceived conclusion of less analytical 
minds that the chicken crosses the road 
to get on the other side and knowing 
full well that even the apparently aim- 
less motivations of the least of the 
earthly creatures are actuated by immu- 
table natural laws, this question con- 
tinued to absorb him. It was not until 
the present days of this our twentieth 
century A. D., when driving perhaps the 
same roads in fast-moving car and no- 
ticing the same ‘fowl’ tactics of the 
feathered denizens of the open road, he 
finally reached the conclusion that the 
chicken—frightened—dashes either to- 
ward its home on the one side or to- 
wards others of its kind on the other 
side, thus indulging a purely human re- 
action in seeking a haven of safety. 
The same as a child or adult would do 
if frightened. 

“To have discovered the answer to this 
question was to him the thrilling finale 
to years of soul-searching meditations. 
But before giving to the world the ben- 
efit of his discovery he did satisfy him- 
self—beyond any reasonable doubt—that 
the law of self-preservation causes the 
chicken to seek safely by crossing the 
road. Even then—in his modesty and 
loathing of the limelight--he could not 
bring himself to do so. Were it not for 
the fact that he divulged to me the con- 
clusions of his years of pondering, this 
vital question would perhaps remain an 
unsolved mystery.” 


Agents’ Program 


(Continued from Page 19) 
search Institute; insurance manager, 
Manville Corp., New York City. 

Address: “Change and the Insurance Agent,” 
Dr. Ralph H. Blanchard, Professor of Insur- 
ance, Columbia University, New York City. 

Discussion: Compulsory automobile insurance. 

General open discussion. 

Group Sessions 
Agency management and opera- 


Johns- 


2:00 P. M. 
tion. 

Group 1. For agents producing up to one 
hundred thousand dollars in annual premiums, 
Cardinal Room, seventeenth floor, John J. Roe, 
Jr., John J. Roe, Inc., Patchogue, president 
New York State Association of Local Agents, 
Inc., a. : 

Group 2. For agents producing from one to 
three hundred thousand dollars: in annual pre- 
miums, Adonis Room, seventeenth floor, Nor- 
man B. McCulloch, Engle & Hambright, Lan- 
caster, Pa., presiding. y 

Group 3. For agents producing over three 
hundred thousand dollars in annual premiums, 
Aero Room, club floor, L. Hilgemann, Lee- 
dom-O’Connor & Noyes Co., Milwaukee, pre- 
siding. 

7:00 P. M. Past presidents’ dinner, Cardinal 
Room, seventeenth floor, Edwin Cole, chair- 
man of advisory committee, Fall River, Mass., 
presiding. 

9:00 P. M. Annual National Association ball, 
Major Ballroom, seventeenth floor. 


Friday, October 2 


Fourth Convention Session 

Convening hour: 10:00 A. M. 

Report on local board conferences by the 
chairmen. 

Report on group sessions by the chairmen. 

Report of fire prevention committee; Homer 
H. Lipps, Morton Lipps Co., Lewiston, Ida., 
chairman. 

Report of publicity and education committee; 
Albert Dodge, Buffalo, N. Y., chairman. 

Unfinished business. 

New business. 

Report of committee on resolutions. 

Presentation of awards: 

(a) President’s Membership Cup to the state 


association making the largest percentage in- 
crease in membership for the preceding fiscal 
year. 


with prizes for the winners in each, 
according to L. C. Dameron, secretary. 


MAE ra c h e 


(b) Des Moines Attendance Cup to the state rs , ce 
association having the largest number of mem- << SS * 0 min onw ealth 


MISS E. G. BALLARD WEDS 
James M. Doubleday of Ridgefield, 
Conn., and Miss Elizabeth G. Ballard, 
daughter of Mr. and Mrs. Edward L. 
Ballard of New York City and Ridge- 
field, were married at the Ballard coun- 
try home last Thursday. Mr. Ballard 


INSURANCE COMPANY 


bers registered at the convention. . 
(c) Detroit Association Cup to the state as- ~~, i: 
; ™~ 
of members attending the convention. a >a “ 
ey NEW YORK 
has Laney a a most outstanding work for ™, Po ; 4 2 
insurance during the year. ™ 
g y ~~ Ma 
has rendered the most outstanding service to 
the American Agency System during the fiscal 


sociation showing the greatest combined mileage . 4 

(d) Woodworth Memorial to the member who 7 

(e) Sparlin Cup to the state association which * 
year. 


“ee 
Te 


is chairman of the executive committee 
of the Merchants Fire Assurance. 


Election of officers. 
Adjournment. 








Commercial Union Sales Literature 


Group Employs Unusually Attractive Folders in Colors, Fea- 
turing Wide Range of Coverages; Nine 
Companies in Group 


The average agent selling by personal 
solicitation alone usually has quite a 
problem in trying to cash in on the real 
possibilities of his agency. Ordinarily, 
he handles such a large variety of lines 
he has not the time necessary to devote 
to full development of any certain one. 
Because of the variety of insurance cov- 
erage and to bring before the agents an 
attractive visualization, with nutshell sell- 
ing talks, the Commercial Union Group, 
which consists of nine insurance compa- 
nies two of which are casualty compa- 
nies, has prepared a portfolio containing 
a large number of folders, pamphlets, 
brochures, sheets and other literary ma- 
terial which covers a wide range of in- 
surance. This commercial printed mater- 
ial is not only outstanding typographi- 
cally, but tells its stories with few words, 
is graphically illustrated, and makes a 
superb and most effective use of colors, 
especially on the covers of folders and 
sheets. 

Catchline slogan used in part of this 
literature is the following, or a para- 
phrase: “Today’s loss is not covered by 
tomorrow’s policy.” Another catchline 
used is “Beyond the sentimental value.” 

“Fireproof” Buildings Can Burn 

A folder, “Do So-Called Fireproof 
Buildings Burn?” consists only of a 
couple of paragraphs, but is a most strik- 
ing document as the two inside pages 
show pictures of fires in the United 
States Capitol building at Washington, 
and in the fifth and seventh floors of 
an office building in Stockton, Cal. The 
Capitol fire originated in an artist’s stu- 
dio near the base of the Dome, a point 
difficult of access to the fire department, 
but the fire-resistive construction of the 
building was an important factor in con- 
fining the fire to the area of its origin. 
Fire resistive construction held the 
Stockton fire to two floors. 

One of the most convincing of the 
documents which has to do with liability, 
property damage and collision insurance 
is captioned: “Do You Read and Heed 
Danger Signs?” The statement is made 
that there is danger ahead unless one 
protects his home, business, savings and 
freedom. Luck is a poor compass to 
steer by and, therefore should not be 
trusted; that to trust to chance is to 
trust in fate; that fate yearly picks over 
500,000 motorists for smash-ups; and con- 
cludes: “Don’t trust in anything against 
financial loss or freedom, but sound pro- 


tection.” 
Bookmark 


In the portfolio there is a bookmark 
calling attention to various coverages and 
making the following statement: 

“In the field of life’s combat and of 
your own intimate life, fullness of knowl- 
edge, variety of interest, multiplicity of 
experience, and amplitude and depth of 
emotion are gained by reading. 

“As knowledge and power is gained by 
reading, so is peace of mind gained by 
adequate insurance protection. 

“Consult us and make sure that you 
are adequately and economically covered 
by dependable insurance that best suits 
your particular requirements.” 

Among the coverages given individual 
treatment in the folders are the Ocean 
special automobile accident policy, rob- 
bery policy, instalment sales plan on 
automobiles, plate glass, accident, steam 
boiler, combined golfer’s policy, accident 
and health, power plant insurance, auto- 
mobile insurance, dismemberment and 
medical accident policy, public liability, 
fidelity bond. 

Group Has Paid $485,023,000 In Losses 

The companies in the group are Com- 
mercial Union Assurance, Commercial 
Union Fire, American Central, Palatine, 
British General, Union Assurance, Cali- 


fornia Insurance Co., Ocean Accident & 
Guarantee, and Columbia Casualty. Par- 
ent company, the Commercial Union As- 
surance, has been transacting business 
in this country since 1871. Its admitted 
assets in the United States are $12,875,- 
000; surplus to policyholders as of De- 
cember 31, 1935, were $6,783,264. It has 
paid $157,480,000 losses to date. 

The Ocean has $16,678,000 of assets 
and has paid $137,453,000 to date. The 
combined losses paid by companies in the 


Group to date in this country are $485,- 
023,000. 

The American Central, started in 1853 
by a small group of merchants and ship- 
pers of St. Louis, primarily for the pro- 
tection of river-borne cargoes when St. 
Louis was the metropolis of the West 
and center of a thriving waterway com- 
merce, had an original capital of $120,- 
000. Since 1853 it has paid $68,383,185 
in losses. Its assets at the end of Decem- 
ber, 1935, were $7,403,903. 

Victor A. Johnson is superintendent 
of the printing and publicity depart- 
ment of the Commercial Union Group. 


NORTHWESTERN F. & M. REPORT 

The Northwestern Fire & Marine on 
June 30 reported assets of $2,896,799, a 
gain of $73,000. Net surplus increased 
$87,657 to $907,243. 
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EXCESSIVE ATTORNEY’S FEE 

The Louisiana Court of Appeals held, 
Guccione v. New Jersey Ins. Co, of 
Newark, 167 So. 845, that an attorney's 
fee awarded by the trial court of $359 
for collecting a fire loss of $775 was 
excessive and reduced it to $100. But as 
the insurer had not filed a motion for 
a new trial, or otherwise directed the 
trial judge’s attention to the excessive 
amount permitted for attorney’s fee, the 
insurer was taxed with the costs of the 
appeal and the judgment for plaintiff 
was amended by reduction of the attor- 
ney’s fee and, as amended, affirmed. 


LEWIS F. DANIEL DEAD 
Lewis F. Daniel, Minnesota state 
agent for the Scottish Union & National 
died at his home in Minneapolis last 
week. He was 66 years old and had 
been with the company twenty years, 
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MARINE & AUTOMOBILE 





International Union Meeting to 


Consider Reform of War Risks 


When the International Marine Insur- 
ance Union holds its annual meeting at 
Ostend, Belgium, on September 23 one 
of the leading problems to be discussed 
will be that of reforming war risk in- 
surance. The Marine Union’s war risk 
committee a few months ago adopted the 
following recommendation: 

“That it is advisable not to continue 
to include war risks in the marine policy, 
but that when the war risk is required 
to be covered such protection should 
be afforded by means of a separate in- 
surance.” 

One of the leading Italian underwriters 
who will probably attend the Ostend 
meeting, Signor Teodoro Fritsch of the 
Assicurazione at the Trieste office, has 
written a letter to D. King-Page, editor 
of the marine insurance department of 
the Liverpol Journal of Commerce, rec- 
ommending separation of war risks from 
regular marine coverage. His letter fol- 


lows: 

“While I agree that there is no objec- 
tion to the theory of a forty-eight hours’ 
‘notice of cancellation’ clause, in my 
opinion the essential matter lies in the 
separation of war risks (including all 
political risks) from the ordinary marine 
transport policy, each risk being rated 
at a separate premium. No other method 
can allow underwriters to ascertain their 
liabilities and divide them by means of 
‘pools.’ 

Pooling System 

“I am aware that the idea of pooling 
business is not favored in principle in 
the English market, but it has not been 
given a practical test there, and it is a 
much favored system on the Continent 
and is extremely suitable for war risk 
insurance. If a serious war should break 
out—and to judge from the papers this 


is quite possible—underwriters would 
find themselves saddled with liabilities— 
and eventually with claims—of such mag- 
nitude as to absorb their entire funds, 
and, perhaps more, if a judicious redis- 
tribution of risks is not made. The 
forty-eight hours’ notice clause is not an 
adequate protection because the worst 
mischief could happen before underwrit- 
ers decided to put it into question. 

“How long did underwriters in London 
take to increase the rate for voyages 
through the Straits of Gibraltar? They 
have done it now (is the completely in- 
adequate rate of 2s per cent. still in 
force?), but how many steamers might 
have been sunk in the meantime? 

“I believe that if underwriters do not 
deal with the matter seriously the pro- 
fessional reinsurance companies will step 
in and frame the necessary rules. This, 
of course, applies more to the Continent 
than to England where the professional 
reinsurance market has never been very 
influential, but this is precisely the rea- 
son why I should like to see matters 
moving in the right direction. Without 
the support of the London market no 
systematic reform can succeed, even if 
the Continental markets are unanimous. 
Business will be given to the Continental 
agencies of English companies which are 
given plenipotentiary powers, but it will 
be business of doubtful quality contain- 
ing the germ of disaster in the event of 
an international conflagration.” 

In British circles the idea of a pooling 
system does not meet with great favor 
because a pool of British companies 
alone could not handle the vast amount 
of business passing through the London 
and Liverpool markets. A pool to be 
successful would have to be international 
in scope and that would present sizeable 
difficulties. 





Inquiries About Institute 
Courses Are Widespread 


On the eve of the opening of the 
Insurance Institute courses in the vari- 
ous parts of the country, the large num- 
ber of inquiries received by the New 
York office shows that interest in insur- 
ance education must be growing. Al- 
ready letters have been received from 
thirty-three states and the District of 
Columbia, as well as a number of for- 
eign countries, including Argentina, Aus- 
ralia, Canada, Cuba, France, India and 
Porto Rico. The largest number of 
letters has come from New York State, 
with California close second. Third place 
is held jointly by Missouri and Illinois, 
and fourth by Texas and New Jersey. 

Class work in some of the large cen- 
ters begins this month. The correspon- 
dence courses in fire and casualty in- 
surance will open on October 26. 





Late British Appointments 

W. L. Stephenson, chairman of F. W. 
Woolworth & Co., of England, has been 
appointed a director of the Phoenix 
Assurance and should prove a strong 
addition to the board. 

Owing to the increasing demands upon 
his time, Richard S. Guinness has re- 
linquished the deputy chairmanship of 
the London & Scottish and its associated 
office, the Scottish Metropolitan Assur- 
ance. Martin D. V. Holt has been ap- 
Pointed to succeed Mr. Guinness, who 
retains his membership of the boards of 
both companies. Lord Dunglass has 
joined the boards of both companies. 


SHIP CANAL CONVENTION 
A number of marine underwriters from 
ew Jersey, Pennsylvania and New 





York plan to attend the Atlantic Deeper 
Waterways Association convention which 
will be held in Trenton, N. J., from Oc- 
tober 15 to 17. The association has long 
been a supporter of a ship canal across 
New Jersey. Part of the convention 
program will include a tour across the 
state upon the line survey for the pro- 
posed canal. 


Ww. C. HOUSTON DIES 


W. C. Houston of Louisville, Ky., 
member of the insurance firm of Gaunt 
& Houston, died recently in a hospital at 
Nashville, Tenn. He was 52 years of age 
and a brother of Frank K. Houston, 
president of the Chemical Bank & Trust 
Co. of New York. 





Dutch Journal Discusses 
Return of Marine Brokerage 


The question whether an insurance 
broker earns completely his commission 


as soon as an underwriter accepts his 
business or whether he should return 
a proportionate share of his compensa- 
tion if a policy is cancelled prior to ex- 
piration is not confined to the United 
States. De Polis, an insurance trade 
paper published at the Hague, Holland, 
publishes the following: 

“The question of the return of marine 
brokerage has been one under discussion 
between various brokers and underwrit- 
ers for some considerable time. Many 
brokers are of the opinion that their 
brokerage has been fully earned when 
the risk has been placed, irrespective of 
the fact whether the insurance is after- 
wards cancelled, and return of premium 
made by underwriters. 

“If a broker were paid by his principal 
for services rendered, then there would 
be much in favor of brokers retaining 
their remuneration for services per- 
formed, though it should be added that 
brokerage covers services not limited to 
the placing of the risk. Broker’s remun- 
eration is based upon the premium re- 
ceived by the underwriter, and to this 
extent it is an illogical system, for it is 
admitted that the amount of the brok- 
erage is not always commensurate with 
the time and trouble involved to the 
brokers in placing the risk to the as- 
sured’s best advantage.” 


Claim War Risk Coverage 
Given Free of Any Charge 


A temporary setback in efforts to re- 
form the writing of war risk insurance 
in connection with marine policies has 


been suffered in the eyes of British 
underwriters by reports, seemingly ac- 
curate, that in a certain Continental 
European market underwriters are cov- 
ering free of any premium charge war 
risks on voyages to places not at pres- 
ent involved in any disturbances. In 
other words, the ordinary marine risks 
and war risks are being covered at the 
regular rate for marine insurance alone. 
The defense of such an arrangement is 
that the war risk is negligible at pres- 
ent on shipments to northern European 
ports or the America or the Orient, with 
the exception of very few destinations, 
and also the policies carry a forty-eight 
hours notice of cancellation clause. 

Despite the arguments presented in 
favor of granting war risk insurance at 
no extra cost where the risk is appar- 
ently non-existent many marine under- 
writers feel such a course is decidedly 
unwise for past experience has demon- 
strated more than once that unforseen 
events can happen suddenly, with heavy 
cost to underwriters who have not taken 
the precaution to build up war risk loss 
reserves in times of peace by charging 
at least a moderate premium for war 
coverage. 
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TRAILERS PRESENT HAZARDS 





B. L. Hewett of the Boston Believes 
Companies Haven’t Experience 
Test for Adequate Rating 


One of the major rate-making prob- 
lems of the immediate future for com- 
panies writing automobile coverage, in 
the opinion of B. L. Hewett, manager of 
the western department of the Boston 


and Old Coleny, is that presented by 
the unprecedented growth in popularity 
cf the “hvuse car” or camping trailer. 

Mr. Hewett is skeptical that any of the 
companies so far has adequate experi- 
ence upon which to rate these vehicles 
correctly or even to adjust the rate for 
the cars to which they are attached. The 
wide variety of new hazards presented 
complicates the matter greatly while the 
failure of thousands of house car owners 
to insure them at all and the heavy sales 
of the trailers obviously provides a vast 
field for new business if it can be ac- 
cepted on a profit-making basis. 

Michigan, as the world’s automotive 
center, already has scores of small con- 
cerns building and selling house cars 
while several companies have reached 
sizeable proportions and are adopting 
production methods. It is further ru- 
mored, apparently not without sound 
basis, that several of the big body com- 
panies are preparing to turn out trailers 
on a quantity scale and probably de- 
signed and built more in keeping with 
the advanced state of the body-builders’ 
craft than any but the most expensive, 
custom-built models so far produced. In 
such a case, safety features of the trail- 
ers would probably be more advanced 
than at present, vitally affecting ade- 
quate insurance rates. 

Mr. Hewett points out, however, that, 
no matter how well built or engineered, 
the house car trailer definitely adds to 
road hazards in general while consid- 
erably increasing the liability to acci- 
dent of the car to which it is attached. 
A car-trailer combination is much more 
unwieldy on the highways than a single 
vehicle, he emphasizes, resulting in in- 
creasing traffic congestion in the im- 
mediate vicinity of the camping outfit 
and thus multiplying the chances for 
accidents. Cars pile up behind these 
trailers, drivers of the following ma- 
chines, irked at the delay and with their 
vision partially obstructed by the un- 
usual height and width of the trailers, 
often pull out of line and make des- 
perate efforts to pass. Since the car 
and trailer are more than double the 
length of a car alone, the space required 
for passing is much greater and the lia- 
bility to collision with oncoming ma- 
chines is greatly increased. 





Liverpool Reports on Losses 
During July Show Increase 


According to the Liverpool Under- 
writers’ Association’s classified list of 
casualties to motor and steam vessel 
of 500 tons gross register and upwards, 
which were posted in the loss book 
during July, there were eleven total and 
355 partial losses, compared with nine 
total and 392 partial losses in July, 1935, 
and two and 278, respectively, in July, 
1934. 

Partial losses in July last were as 
follows, the number of motorships being 
given in parentheses after the total in 
each category:—Weather damage eight, 
strandings seventy-nine (twelve), col- 
lisions ninety-seven (twelve), fires and 
explosions thirty-two (three), damage to 
machinery shafts and propellers sixty 
(twenty-one), other casualties seventy- 
nine (ten). 

Of the vessels of 500 tons register and 
upwards posted in the loss book two 
were British of 7,380 tons, one Ameri- 
can of 1,966 tons, one German of 
988 tons, two Japanese of 6,809 tons, one 
Norwegian of 2,155 tons, one Spanish of 
2,163 tons, one Swedish of 1,297 tons, 
and one of another country of 654 tons, 
making a total of ten vessels of 23,412 
tons, compared with eight vessels of 
15,329 tons in July, 1935, and two of 
1,852 tons in July, 1934. 
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7% Auto Rate Decrease 
Seen in Mass. for 1937 


FOR PRIVATE PASSENGER CARS 





Commercial Car Rates Also To Be 
Lower; Commissioner DeCelles Calls 
Public Hearing for Sept. 19 





The tide of upward advances in auto- 
mobile liability insurance rates in Massa- 
chusetts under its compulsory insurance 
law has apparently turned, as the initial 
announcement from Governor Curley’s 
office and from Insurance Commissioner 
F. J. DeCelles this week indicates that 


1937 rates for private passenger cars will 
be about 7% lower, and guest coverage 
will be reduced from $3.25 to $3. Com- 
missioner DeCelles is quite certain that 
not only will there be no increases (not 
a single town or city is raised) but for 
every single private passenger car there 
is to be some rate reduction. On the 
face of it this state of affairs reflects a 
most encouraging improvement in the 
state’s automobile accident and fatality 
experience. 

The 1937 rates for commercial vehicles 
will also be less than those in effect this 
year, and while there are no outstanding 
reductions announced by Commissioner 
DeCelles it is understood that a nominal 
decrease will be shown when the final 
schedule is made public. The public 
hearing to review the proposed rates has 
been called for September 19 at 10 a.m. 
at 100 Nashua Street, Boston. 

No Radical Change in Rating Formula 


In announcing the 1937 rates the Mas- 
sachusetts commissioner emphasized that 
they are based on the experience, prop- 
erly weighed as to credibility, and that 
the figures worked out on his formula 
with the rating bureau are in exact 
agreement. As to the formula, he says 
that there has been no radical departure 
from previous practice. 

Commissioner DeCelles has also se- 
lected the following list of towns to show 
(1) the present rate, (2) rate proposed 
by the companies for 1937, and (3) the 





rate now tentatively promulgated for 
Ford and other light cars. The figures 
are in the order noted: 
OS DR er ae eee $59. = $60.95 $53.70 
NN Eee . 40.30 34.60 
Springfield ....... i 35.55 29.95 
Oe MOVOP coces : 36.15 29.95 
New Bedford .. ¥ 27.85 24.90 
Lawrence .......- " 33.10 29.95 
DMs echeadéé®euhaucena . 37.25 34.60 
DE tpedaciddnannen 5 19.45 17.80 
SIL. 2.5 wuibasme eile dia 5. 47.35 42.70 
he ivchenpeaacay é 36.15 29.95 
PO err » 33.10 29.95 
DD | «ie ceemacalcmentes 5. 47.35 37.75 
DINE tbveeuriedeoses . 28.55 24.90 
ee eee . 37.25 34.60 
ial od 146 wate wean . 42.60 37.75 
SE Sa. dé csannbene 5.85 48.55 42.70 
PE -ccrasiadenawe’ 5.85 48.55 42.70 
Plymouth County towns.. 19.25 25.65 17.80 
CN es acne 19.25 19.45 17.80 
Franklin County towns... 19.25 19.45 17.80 
Berkshire towns ........ 19.25 19.45 17.80 
I Levees sancawantae 69.90 70.15 62.00 
Zones 


Under the 1937 promulgation for pri- 
vate passenger cars there will continue 
to be nine zones, with no changes in 
zones 1 to 5 inclusive except that Wo- 
burn is dropped from 4 to 5. Newton 
is to be dropped from 6 to 7 and Hollis- 
ton, Norfolk and Rockland from 7 to 8. 
From zone 8, the following eight towns 
are placed in zone 9, with all other cities 
and towns of the state: Bolton, Enfield, 
Hardwick, Holden, Monson, Northboro, 
Ware and Wilbraham. 


Proposed zone rates are as follows: Zone 1, 
smaller cars, $62; larger automobiles, $67.30; Zone 
2, smaller $53.70, larger $58.30; Zone 3, smaller 
$50.30, larger $54. 60; Zone 4, smaller $42.70, 
larger $46.35; Zone 5, smaller $37.75, larger $41; 
Zone 6, smaller $34.60, larger $37.65; one 7, 


smaller $29.95, larger $32.55; Zone 8, smaller 
$24.90, larger $27.10; Zone 9, smaller $17.80, 
larger $21.45. 

There are seven territories in the 


state for commercial vehicles. 


A. L. Peirson, Jr., Joins 
Mass. Bonding in N. Y. 


CASUALTY UNDERWRITING MGR. 





Rejoiming Company After Past Seven 
Years Spent in Metropolitan Office 
of Globe Indemnity 





A. Lawrence Peirson, Jr., well known 
in William Street casualty circles as as- 
sistant manager for this line in the Globe 
Indemnity’s New York office, is joining 
the Massachusetts Bonding on Septem- 
ber 15 to be in charge of casualty under- 
writing in its New York branch office. 
Mr. Peirson is, in fact, rejoining his 
“first love” in the business as his first 
insurance experience after graduating 
from Harvard University in 1920 was 
with the Massachusetts Bonding. 

After eight years with the Massachu- 
setts Bonding in its New York office, 
where he handled the major casualty 
lines, Mr. Peirson was selected by the 
Globe Indemnity as automobile depart- 
ment superintendent in its New York 
office under Walter S. Barton, who was 
then in charge of casualty underwriting 
in the metropolitan division. Mr. Peir- 
son’s scope was later enlarged to include 
the general miscellaneous liability lines. 
Following Mr. Barton’s transfer to the 
Globe’s home office he was promoted to 
the rank of assistant manager of cas- 
ualty lines under W. J. Thompson, who 
became manager. Mr. Peirson has held 
this post ever since. 


Hockey and Golf Enthusiast 


In Harvard he established quite a rep- 
utation as a hockey player and still keeps 
up his interest in the game. He was at 
one time on the St. Nicholas Hockey 
team. Mr. Peirson is also a golf en- 
thusiast, being a member of the Mont- 
clair, N. J., Golf Club and on the execu- 
tive committee of the Metropolitan Golf 
Association. He also belongs to the 
Montclair A. C. His insurance affiliations 
include the Liability Underwriters Forum 
of New York, the Casualty & Surety 
Club and the Insurance Federation of 
New York. 

The addition of Mr. Peirson to the 
staff will give added strength to the 
Massachusetts Bonding’s set-up in New 
York. In July its facilities were aug- 
mented by the appointment of Edward 
B. Pierce as manager and Robert L. 
Crossley, his assistant, of a newly created 
fidelity and surety production depart- 
ment. Under the new casualty set-up 
William C. Billings, who has been giving 
more and more attention to the produc- 
tion side, will assume full charge of cas- 
ualty production. His wide acquaintance 
with metropolitan brokers dating back 
to the time when he was in the Travelers 
branch office at 55 John Street as assist- 
ant manager makes Mr. Billings the 
ideal man for this type of work. 





QUEBEC REDUCING INSURANCE 


Cancellation of theft insurance on 
steam rollers weighing three tons and 
over and fire insurance on cold storage 
plants containing nothing but fish and 
ice, has been decided upon by the new 
Quebec Government as an economy 
measure according to a dispatch to the 
New York Times. In addition the pro- 
vincial cabinet has decided to cancel all 
insurance on provincial buildings. 





N. Y. FUND’S SAFETY DIRECTOR 

Roger Williams, who has been vice- 
president of Richardson & Boynton 
Heating Equipment Co., New York, has 


been selected by the New York State 
Insurance Fund as director of safety 
service, his appointment being made by 
Industrial Commissioner E. F. Andrews. 
His work will deal chiefly with accident 
prevention in industrial plants. 


















General cident 


FIRE AND LIFE 


aASSURANCE CORPORATION, Lid. 


SD FREDERICK RICHARDSON, Managing Director 
JAMES F MITCHELL , United States Manager 


GENERAL BUILDING - 4TY & WALNUT STS. 
PHILADELPHIA 














Arrest Negligence Lawyer 

The most important achievement of 
the Accident Fraud Bureau of Dis- 
trict Attorney Dodge’s office since its 
inception, came a few days ago with 
the arrest of Joseph Speiser, member 
of the law firm of Speiser & Speiser, 
29 Broadway, New York, who was de- 
scribed by Bernard Botein, assistant 
district attorney at the head of the 
bureau, as “having the largest negli- 
gence practice in the United States.” 
The charge against Speiser was ambu- 
lance chasing. At the same time 
Frank White, alleged to be one of 
several “runners” employed by Speiser 
to illegally solicit clients among vic- 
tims of accidents, was arrested. The 
specific charge against them was not 
revealed as Mr. Botein explained that 
“it may interfere with the state’s case 
against the two prisoners.” 











TOMLINS’ HOLE IN ONE 





Surety Executive Finds It Easier to 
Make on Golf Links Than to Hold 
an Audience 

Labor Day means a lot’ of different 
thoughts and things to many people, but 
to W. M. Tomlins, Jr., vice-president of 
the American Surety, it meant making 
a hole in one on the links of St. 
George’s Club, Stony Brook, L. I. 

“Tt was this way,” began Mr. Tomlins 
to half-a-dozen groups. They all walk- 
ed away. “Jealousy,” commented the 
one day golf star. A reporter for The 
Eastern Underwriter was more patient. 
“How did you do it?” he asked. “It was 
this way,” started Mr. Tomlins. Just 
then Richard A. Corroon and Judge AI- 
bert Conway, two Long Island friends, 
called him on the ’phone. Then came a 
committee meeting to which Mr. Tom- 
lins hurried, and the reporter has not 
yet heard how Mr. Tomlins joined the 
magic golf circle. He has a date, how- 
ever, to see Col. Howard P. Dunham of 
the American Surety in order to ascer- 
tain the details for the Hole-In-One 
Club. 





MISS BADGEROW ENGAGED 

Miss Susan Badgerow, daughter of 
Harve Badgerow, Chicago insurance ex- 
ecutive, and Mrs. Badgerow, became en- 
gaged a few days ago to Winston a 
May, Jr. of New York City, who is with 
B. Altman & Co. Miss Badgerow was 
graduated from Miss Wright’s School, in 
Bryn Mawr, Pa., and attended Mile. Le 
Baueher’s School in Neuilly, France, and 
in Switzerland. She was presented in- 
formally to society in the winter of 1933, 
and is a member of the Chicago Junior 
League. 


WILL REPORT TO DALLAS 
After October 1 all business of the 
Associated Indemnity and Associated Fire 
& Marine in Tennessee, Arkansas and 
Mississippi will be reported to the com- 
panies’ Southwestern department branch 
at Dallas. 








Tribute to W. A. Edgar 
By His Phila. Aides 

HIS BRANCH WON DAVIS cup 

U. S. F. & G. Manager, Two Years in 


Philadelphia, Has Made Fine Record 
There; 14 Years With Company 








Twelve men gathered for dinner at the 
Penn Athletic Club, Philadelphia, just a 
few nights ago to pay personal tribute 
to the man who was their immediate su- 
perior for his qualities as a man, as a 
leader and as a producer. The diners 
were the department heads of the Phila- 
delphia branch of the U. S. F. & G. 
Their guest of honor was William A. 
Edgar, manager of the office. 

The occasion was to felicitate Mr. 
Edgar on the victory of the Philadelphia 
branch office in the first Davis cup con- 
test held by the company and in which 
that office led all of the company’s 
branches in a nine months’ campaign for 
fidelity, surety and burglary business. 
As a token of their esteem and friend- 
ship they presented Mr. Edgar with a 
beautiful desk lamp. 

A month ago, when their victory be- 
came known, all of the employes of the 
office celebrated their success with a din- 
ner at the Bellevue-Stratford Hotel. Last 
week’s affair, however, was one in which 
his aides showed Mr. Edgar the esteem 
in which they held him. 


Formal Presentation This Week-End 


The formal presentation of the Davis 
Cup will be made at a gathering to be 
held at Skytop, Pa., from Friday to 
Monday, September 11 to 14. Members 
of the home office executive staff, em- 
ployes of the branch office and agents 
throughout the territory will be present 
and the program includes a golf tourna- 
ment with prizes to the winners. 

Mr. Edgar has been manager of the 
Philadelphia branch since February, 1934, 
at which time he relinquished his post 
as agency director of the U. S. F. & 
to return to field work. In the two 
years he has been in Philadelphia his 
branch has had a remarkable success in 
increase of volume and quality of busi- 
ness. This spring he was elected presi- 
dent of the Casualty Underwriters As- 
sociation of Philadelphia. 

He entered the insurance business 
around 1910 and, after working for: sev: 
eral companies in various capacities, 
came manager of the insurance depett 
ment of the General Motors Acceptance 
Corp. at its inception. He organized the 
General Exchange Corp. and acted as its 
general Pe until he resigned to join 
the VU. S. & G. as its agency director 
in 1922. The late John R. Bland, founder 
of the company, sought to consolidate the 
agency department and the development 
department into one effective unit an 
obtained Mr. Edgar for the purpose. 
Among other activities he participated in 
the discussions leading up to the forma- 
tion of the casualty and surety acquisi- 
tion cost rules and regulations. 
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Fine Showing In 1935 Made By the 


Casualty Companies In Connecticut 


4 review of the casualty insurance bus- 
iness for 1935, issued this week by In- 
surance Commissioner John C. Blackall 
of Connecticut, shows that eighty-eight 
casualty insurance companies and four- 
teen casualty departments of life insur- 
ance companies licensed to operate in the 
state paid net claims in Connecticut to- 
taling $8,782,572 and wrote net premi- 
ms amounting to $19,678,099. 

The total of net claims paid in Con- 
necticut in 1935 was $172,634 larger than 
the total paid in the state in 1934, while 
net premiums increased by $1,390,954 over 
the 1934 figure. — ‘ 

The premium income of the Connecti- 
cut companies from country-wide busi- 
ness in 1935 was $151,265,426, while their 
net losses or claims amounted to $63,- 
061,377. In 1934 their premium income 
was $139,470,422 and their net claims paid 
amounted to $62,842,234. 

Premiums earned in 1935 on country- 
wide business by all the companies re- 
porting to the Connecticut Insurance 
Department amounted to $668,145,498, 
compared with $614,731,694 in 1934. 
Claims incurred in 1935 amounted to 
$329,284,565, compared with $318,915,678 
in 1934. The ratio of claims incurred to 
premiums earned in 1935 was 49.28%, 
compared with 51.88% in 1934. Under- 
writing expenses incurred in 1935 totaled 
$308,697,237, compared with $287,047,736 
in 1934. 

Big Gain m Underwriting Profit 

The companies made a total net un- 
derwriting profit in 1935 of $31,595,498, 
compared with a profit of $10,416,562 in 


1934 and losses of $1,390,209 and $27,- 
125,393 in 1933 and 1932 respectively. 

Gross interest and rents earned by all 
companies in 1935 amounted to $38,884,- 
243, compared with $37,355,176 in 1934. 
Net investment gains in surplus in 1935 
totaled $72,042,015, compared with a sim- 
ilar gain of $12,434,257 in 1934 and a net 
investment loss of $22,636,255 in 1933. 
The total net gains in surplus in 1935 
amounted to $62,483,677, compared with 
total net gains of $29,890,232 in 1934. 

The total admitted assets of the eighty- 
eight casualty companies and fourteen 
casualty departments of life insurance 
companies increased during 1935 from 
$1,004,402,805 to $1,137,360,913. 

The Connecticut companies wrote 
22.19% of all casualty business in the 
country written by the licensed compan- 
ies and 38.11% of the casualty business 
written in Connecticut in 1935. 

Leaders in Net Premiums 

Leaders in net premiums written in 
Connecticut in 1935 were: 

Travelers Insurance Co, (Accident 


Re er er ee: $2,511,857.92 
Aetna Life (Accident Department) 1,488,262.75 


Hartford Accident & Indemnity.... 1,281,676.71 
Lumbermen’s Mutual Casualty..... 1,095,255.40 
Aetna Casualty & Surety........:. 766,095.51 
American Mutual Liability........ 734,454.75 


The review of the casualty insurance 
business for 1935 is based on the figures 
obtained from the annual statements filed 
with the Connecticut Insurance Depart- 
ment covering the operations for that 
year. 





Substantial Increases 
By Associated Co’s. 


RESULTS FOR 1936 HALF YEAR 





President C. W. Fellows Points to Un- 
derwriting and Investment Gains; Ex- 
plains Apparent Asset Reduction 





Reporting substantial increases for the 
first six months of 1936 as shown in con- 
solidated results of Associated Insurance 
Fund, Inc., and its subsidiaries, Asso- 
ciated Indemnity Corp. and Associated 
Fire & Marine, all of San Francisco. 
C. W. Fellows, president of these com- 
panies, hits the highspots in a message 
to stockholders as follows: 

An underwriting gain was made of 
$39,507, after adding $75,000 to a contin- 
gency reserve which now totals $125,000, 
which indicates further substantial im- 
provement in underwriting operations. 
Net investment and miscellaneous earn- 
ings were $74,525, of which $1,244 was 
profit on security sales. Increase in 
market value of investment portfolio was 
$86,699. Dividends to stockholders of 
$36,898 were paid from the half year 
earnings in July. 

President Fellows further said: “In 
comparing the condensed statement with 
that given with the annual report for 
1935 it will appear that there has been a 
reduction in total assets. This is not the 
case and the apparent reduction is ac- 
counted for by a change in form in which 
the reserve equities are deducted from 
the reserves in the liabilities instead of 
eing included in the assets as hereto- 
ore. Assets actually increased by $237,- 
303 during the six months’ period.” 


Liquidating value at June 30 (after the 
dividends declared for payment in July) 
Was $8.91 per share on the stock held by 
the public totalling 368,987 shares. 

Assets of the Associated Insurance 
Fund, Inc., and its subsidiary companies 
total $5,861,260 and liabilities, with the 
exception of capital, stand at $2,401,316. 

With capital stock of $4,500,000 out- 
standing, the adjustment in liquidating 
value at December 31, 1935 of $1,203,885 
and the addition shown at the end of the 


HOOPER-HOLMES CLAIMS FRAUD 


Three men were arrested in Newark 
last week, charged with conspiracy to 
defraud in a suit against the Hooper- 
Holmes Bureau for $300,000 charging 
that one of their number had been in- 
jured by a confidential report made by 
the bureau to the Mutual Benefit Life 
and a number of other insurance com- 
panies. Ira Van Poznak was turned 
down for insurance. He claimed he had 
been confused with a racketeer by the 
same name. A clerk in the Mutual Ben- 
efit was arrested for taking the con- 
fidential report of Van Poznak from the 
file and having it photostated. Poznak 
was arrested for the conspiracy, as was 
a bartender for bringing together Poz- 
nak and the clerk. The three were held 
for the Grand Jury. 





TO LOWER SCHOOL BUS RATES 


Reductions averaging approximately 
25% of former insurance rates on Vir- 
ginia school buses carrying fewer than 
sixty passengers have been ordered by 
the Virginia state corporation commis- 
sion. The new rate on buses carrying up 
to thirty passengers is 55% less than the 
rate for private livery vehicles, as com- 
pared with 40% less formerly. ‘The rate 
on private passenger cars used for school 
transportation is 10% higher for bodily 
injury. The rate for property damage 
remains unchanged. The special rates do 
not apply to persons other than teachers 
and students carried in the vehicle while 
used as a school bus. 


LOWER RATE FOR POLICE BONDS 


The city of Louisville is anxious to 
bond members of its police department 
at a cheaper rate than the present $10 
annually for each $100 of bond, having 
paid out $4,152 last year in premiums 
on these bonds. Acting Mayor Taylor, 
in calling a conference on this matter, 
said the present bonds are of little pro- 
tection since the $100 would be hardly 
sufficient to pay even the court costs of 
a successful damage suit against the city. 








first six months’ period, brings the stock- 
holders’ equity as of June 30, 1936; to 
$3,459,944. 
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Cc. W. FRENCH, PRESIDENT 





- BEekman 3-7345 








New Auto Rates for Texas 
Expected About October 1 


New automobile liability rates for 
Texas are expected to be announced 
about October 1, this delay having been 
caused by protests filed at an open hear- 
ing held last month at the request of 
Casualty Insurance Commissioner R. G. 
Waters. However, it is believed that 
rate increases ranging from 15 to 22% 
for private passenger cars and ranging 
from 32 to 50% on commercial cars as 
requested by companies writing this line 
in Texas on the basis of the experience 
of all carriers, will be accepted. 

The protests came from representa- 
tives of the long haul truck and bus 
interests, Joe C. Carrington and Ralph 
Soape principally. The former operates 
a small reciprocal, the Highway Insur- 
ance Underwriters, and an agency called 
the Motor Carrier Insurance Agency of 
Austin, representing reciprocals. The 
latter is the perennial objector at all 
requests for upward rate adjustments in 
any line of the business. 

Soape, in his objection, visioned a con- 
spiracy between the casualty companies 
and the railroads to put the motor truck 
and bus people out of business because 
the casualty companies are holders of 
railroad securities. However his argu- 
ment was laughed out of the hearing. 





WALTER A. CHOWEN TO RETIRE 





California Rating Bureau Manager Con- 
sidered Leader in Compensation Field on 
Coast; Will Receive Fellowship Lunch 

Walter A. Chowen, manager, Califor- 
nia Inspection Rating Bureau since it 
was organized under provisions of the 
workmen’s compensation minimum rate 
law in 1915, will retire September 30. 
For several months Mr. Chowen has 
been in ill health and but recently re- 
turned to his office. He is recognized as 
one of the country’s leading compensa- 
tion insurance experts. Mr. Chowen car- 
ried the Bureau through the innumer- 
able difficulties during the past twenty 
years to its present prestige and effect- 
iveness. Prior to joining the Bureau he 
was for many years an executive of cas- 
ualty companies, starting with the United 
States Casualty Co. He came to Cali- 
fornia in 1906 for the Aetna Life. 

His executive staff and the members of 
the governing and rating committees of 
the Bureau will tender him a “fellow- 
ship” lunch in the Stock Exchange Club 
in San Francisco, September 30. 





F. R. JONES BACK AT DESK 


F. Robertson Jones, general manager, 
Association of Casualty & Surety Execu- 
tives, is back at his desk after a motor 
trip to Canada. along the Maine coast 
with stopoffs at Marblehead, Mass., and 
Deer Isle, Me. . He visited Montreal and 
spent four days in Quebec attending the 
annual meeting of the Association of Su- 
perintendents of ‘Insurance of the Prov- 
inces of Canada. 


Nelson Preparing Safety 
Exhibit for I. A. C. Meet 


High spots of the program planned 
for the annual meeting of the Insurance 
Advertising Conference, Sept. 13 to 16 
at the Westchester Country Club, Rye, 
N. Y., include (1) an exhibit prepared by 
A. Wilbur Nelson, National Board, show- 


ing what companies are doing along 
safety lines; (2) movies and informal 
meeting Sunday night; (3) general ses- 
sion Monday morning; (4) group ses- 
sions Tuesday morning for fire-casualty 
and life men; (5) annual banquet Tues- 
day night with entertainment arranged 
by Frank Ennis, America Fore Group; 
(6) outstanding speakers to include Col. 
Harold Fowler, deputy police commis- 
sioner of New York City, and J. A. 
Robinson, insurance manager, McKesson 
& Robbins, Inc. 





Nebraska’s State Monopoly 
Bonding Law Is Upheld 


The district court of Lancaster County, 
Nebraska, has upheld the state monopoly 
bonding law which requires that all pub- 
lic officers carry their official bonds with 
the state. This law was passed by the 
1935 session of the legislature and $100,- 
000 was appropriated from the general 
fund for this purpose. The suit was 
brought by Alexander Laverty and oth- 
ers against Governor R. L. Cochran. The 
attorneys for the plaintiffs indicated they 
would appeal to the Supreme Court. 

There was one provision of the act 
that was declared invalid. This provision 
said that officials could be removed from 
office by the Governor without trial. 

The state bonding act was the result 
of a fight between the surety bonding 
companies and the state when bonding 
companies doubled their premium rates 
and made other demands. The state law 
did not permit the state or counties to 
pay the rate demanded. As a result the 
state’s treasury was closed for nearly a 
month. The rate was finally met by the 
passing of a special law. 

The board of educational lands and 
funds who administer the fund said they 
would not require officials to cancel their 
bonds with private companies until the 
Supreme Court had handed down a de- 
cision. 





BOSTON ASS’N MEETS 

At the first fall dinner of the Associa- 
tion of Casualty Underwriters of Bos- 
ton, held September 3, Insurance Com- 
missioner F. J. DeCelles was the guest 
of honor. This organization is composed 
of the twenty-two companies doing 
business in Boston. Election of officers 
for the new year will take place at the 
next meeting on October 1, and Ed- 
ward F. Watkins, Massachusetts Bond- 
ing, is chairman of the nominating com- 
mittee. 
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Is A Golfer Negligent If Unskilful? 


Probably because their sense of 
humor has been aroused—maybe to get 
away from dull routine—any way, few 
decisions outside of the realm of the 
business world or the Washington Ad- 
ministration have caused more comment 
or given more entertainment to lawyers 
than recent decisions as to alleged neg- 
ligence of golfers where caddies and 
others have been hit by golf balls and 
injured. The Eastern Underwriter has 
already made some comment on the 
Brosko v. Hetherington case in Pennsyl- 
vania which discussed learnedly the sub- 
ject of slicing and other golf faults, par- 
ticularly of posture. The New York 
Law Journal first brought this decision 
to general public attention, and in an 
issue recently the publication contained 
a letter from a distinguished New York 
lawyer and golfer, Henry W. Taft 
(brother of the late President), which 
will be read with interest by insurance 
men. The letter follows: 

Editor of New York Law Journal: 


I write this letter at your request that 
I comment upon your recent editorial 
entitled “Unskillfulness at Golf as Negli- 
gence,” which related to a ruling of a 
nisi prius judge in Pennsylvania in the 
case of Brosko v. Hetherington. The 
plaintiff, a caddy, stood thirty feet to 
the right and only six feet to the front 
of the player as the latter addressed 
the ball. In such position I don’t see 
how a golfer, however unskilful and 
whatever the contortions of his body, 
could possibly drive a ball so as to hit 
the caddy. By drawing his arms towards 
his body as he swung his club he would 
bring the club head across instead of in, 
the plane extending in the direction of 
the hole, and the ball would be given a 
cut or “English,” resulting in a curved 
flight known in golfing parlance as a 
“slice.” But I have never seen or heard 
of a “slice” by which a ball would go 
almost at right angles to the line of the 
hole, as claimed by the plaintiff, and if 
such a result were possible, it would 
have been negligent for the profes- 
sional, O’Donnell, to put the caddy (a 
novice) in such a place of danger as he 
said he did. But I suggest that that 
was not what happened, and that the 
caddy was standing much more than six 
feet ahead of the line of the tee, and 
in a position where he would be in dan- 
ger from “sliced” balls, which are fre- 
quently driven by both skilful and un- 
skilful players. 

Spoofs the Court 

The judge seems to have been without 
golfing background. Otherwise, why 
should he have said that the ball was 
“irregularly driven by the defendant”? 

he phrase is neither in the customary 
nomenclature of the art or the practice 
of the game, nor has it such legal pre- 
cision that negligence can be predicated 
upon it. 

Then you say that the judge “com- 
mented reprovingly” upon the fact that 
the defendant “had never taken lessons 
from a professional.” If the judge’s re- 
proof implied that the failure to take 
lessons from a professional was per se 
negligence, it shows a lack of familiarity 
with the history and practice of the 
game. When I began to play the game 
(forty-odd years ago) there were few 
professionals, and lessons were rare. 
Nearly everybody “picked up” the game 
through trial and error, from seeing 
others play, and from a few suggestions 
dinged into their ears, such as: “Keep 
your eye on the ball”; “Go back slow’; 
“Carry the stroke through.” Almost 
everybody was self-taught, and even to- 
day great professional players are de- 
veloped from caddies who receive no 
systematic instruction, and they, as well 
as carefully instructed players, “slice” 
and “pull” and commit other errors 
which do not amount to actionable neg- 
ligence, but merely result from lapses 
from perfect skill commonly. witnessed 
on the links. 

If an “improper posture and an incor- 


rect swing,” referred to by the judge in 
describing the testimony of the profes- 
sional, O’Donnell, are to constitute ac- 
tionable negligence, there would proba- 
bly be in a single day at a popular golf 
links a thousand or more such acts of 
negligence, and the hazard of players 
and caddies would be so great that in- 
surance companies would classify the 
pastime as “extra-hazardous.” If a play- 
er’s freedom from negligence is to be 
predicated on a proper “posture” and a 
correct “swing” it would be tantamount 
to saying that only by perfect play can 
a player escape liability. 

The judge in the Brosko case was not 
happy in his selection of illustrations. 
Shooting at a target with a rifle with- 
out taking aim has no resemblance to 
what takes place in driving a golf ball, 
nor does the driving of a motor car on 
a highway present an analogy, the driver 
being judged by the result of his man- 
agement of his car. Other parallels 
would be more pertinent. Take, for 
instance, two: 


When Is Sportsman Negligent? 


1. A baseball batsman could hardly be 
held liable if he knocked a pitched ball 
which hit the first or third baseman. 

2. A polo player could not be said to 
be negligent if he drove a ball in such 
a direction that it hit another player. 

In both these cases there may have 
been an “improper posture” and an “im- 
proper swing” (to use Judge McDade’s 
language), while a perfect posture and 
a perfect swing might have avoided the 
accident. But to apply such a test would 
be merely adopting a rule of law based 
on the counsel of perfection. 


Postures 
Finally, what did the judge assume to 
be an “improper posture?” Equally 


skilled golfers assume a variety of pos- 
tures, particularly in the “stance” or the 
position of the feet and body. Forty 
years ago the conventional “stance” re- 
quired the right foot to be placed a 
number of inches back of the intended 
flight, with the left foot on, or in ad- 
vance of that line, the ball being in 
front of. the left foot. This was the 
stance of Willie Park, the exemplar of 
long and straight driving. Only a few 
players at that time advanced the right 
foot, and some placed both feet on the 
line of the drive. Today the tendency 
is to advance the right foot rather than 
the left. Some players spread their legs 
wide apart, some place them close to- 
gether, some stand pigeon-toed, some 
slant their toes outward, and some stand 
straight, while others lean over. The 
famous Old Tom Morris used to say 
that he drove a ball like an old woman 
mowing hay. But from these varying 
postures (however unorthodox they may 
be) good results are obtained, the play- 
ers being able to so adjust themselves 
as to achieve the right swing, if only 
they “Go back slow,” “Keep their eye 
on the ball” and “Carry the stroke 
through,” and they can carry the ball 
“straight and far” as well as one assum- 
ing the posture recommended by the 


professional in the Brosko case. How 
could he say that only his ideal of a 
proper posture was the only correct 
one? Another professional might well 
have criticized his style. For him (or 
the judge) to say that a “posture” was 
“improper” is a conclusion which needs 
more explanation to give it weight as 
evidence. 

The Brosko case involves the interest- 
ing question as to when moderate skill 
(which is all that 95% of players have) 
or a lapse from perfect performance 
(which everybody is frequently guilty 
of) amounts to negligence. I do not 
think that a solution can be found in a 
professional’s dictum as to what is a 
perfect “posture” or a perfect “swing” 
or in lack of instruction or in any other 
ideal of a professional. Lack of skill 
may amount to negligence; but in a 
game where departures from perfect 
practice are so common and result in 
so many risks, that can only occur in an 


extreme case. 
Henry W. Taft. 
White Sulphur Springs, W. Va. 





Plate Glass Changes 


The National Bureau of C. & S. Un- 
derwriters recently amended its plate 
glass manual to include by endorsement 
the cost of repairing or replacing the 
frames in which any insured glass is set. 
A specific amount of insurance must be 
applied to this coverage, the annual rate 
being 5% of such amount (subject to no 
discounts), with a minimum premium of 
$1 per endorsement. 

A further additional coverage may also 
be endorsed, namely, the cost of remov- 
ing and replacing any fixtures or other 
obstructions made necessary by the re- 
placement of any insured glass. Simi- 
larly, a specific amount of insurance must 
be applied to this coverage, the annual 
rate being 5% of such amount (subject 
to no discounts) with a minimum pre- 
mium of $1 per endorsement. 

In connection with both of these en- 
dorsements the importance of sufficient 
insurance protection is stressed so that 
losses will be adequately covered. 


Aetna’s 27th Home Office 
Sales Class Is Graduated 


Graduating exercises of the twenty- 
seventh home office sales class of the 
Aetna Casualty & Surety, held August 
27 at the Hartford Canoe Club, were at- 
tended by more than eighty students and 
home office people. The class com- 
prised men from twenty-three states and 
Hawaii, and with its completion the 
Aetna’s educational enterprise starts on 
its second thousand enrollment. There 
are now 1,014 graduates. The course is 
four years old and is conducted by Amos 
E. Redding and F. W. Potter. 


KENTUCKY AGENT DROWNS 

Ben W. Cubbage, 53, Pleasureville, Ky., 
prominent insurance agent, was drowned 
in the Kentucky River at Monterey, 
Owen County, when his: car plunged 
through the end of a ferry boat and 
sank in the stream. The victim, a mem- 
ber of the firm of Cubbage and Swope, 
had been in the insurance business for 
twenty-five years. 











Pearl Makes Road Safety Film Abroad 


Insurance offices have a legitimate fin- 
ancial motive for wishing success to Les- 
lie Hore-Belisha, British Transport Min- 
ister, in his efforts to reduce the number 
of road accidents. This alone would be 
sufficient justification, if any were need- 
ed, for the enterprise of the Pearl As- 
surance Co., and its chairman, Sir George 
Tilley, in having made themselves re- 
sponsible for a short film which enforces 
the teachings of the Highway Code ad- 
vocated by Mr. Hore-Belisha. 

This film, which is being shown in pic- 
ture houses throughout the United 
Kingdom, emphasizes, in the simplest 
pictorial terms, some of the common 


emergencies which call for care and 
forethought on the part of motorists 
and pedestrians if the appalling toll of 
the roads is to be lessened. 

The film opens with a prologue spok- 
en by Mr. Hore-Belisha. “I have often 
thought,” he says, addressing the aud- 
ience, “that many accidents—and we 
are all potential victims of painful in- 
jury or death on the roads—could be 
avoided if you and I could see in our 
mind’s eye the kind of occurrences the 
Highway Code is intended to prevent. 
Well, here is the film which is intended 
to make vivid the Highway Code. It is 
a life-saving film.” 


Mass. Bonding Ahead in 
Assets and Surplys 


WRITINGS INCREASED BY $788,000 





Company Continues to Put Up $1 Re. 
serve for Every $1 of New Net Pre. 
miums Written; Expenses Decrease 





The financial condition of the Massa. 
chusetts Bonding at the end of July 
indicates continued progress for this 
company. Net surplus has _ increased 
after deduction of dividend payments: 
total assets are $2,000,000 greater than 
on December 31, 1935; both earned and 
written premiums have increased, and 
so have the loss reserves. 

The earned premium increase for the 
seven months is $578,000, compared to a 
similar period a year ago. The reserve 
for losses outstanding compared with 
the same period of 1935 shows an in- 
crease of $771,000. Premium writings 
have gone ahead by $788,000. It is in- 
teresting to note that the company con- 
tinues to put up a dollar reserve for 
every dollar of new net premiums writ- 
ten, thus substantially making the posi- 
tion of policyholders and stockholders 
more secure. 

At the end of 1935 the Massachusetts 
Bonding had total assets of $17,674,000 
which figure has been increased to $19, 
752,000 or roughly an increase of $2, 
000,000 in seven months. This shows a 
capital of $2,000,000 and a surplus on the 
basis of market values of $3,079,000 as at 
July 31, 1936. This indicates a $72,000 
increase in surplus after deducting divi- 
dend payments as of July 31, notwith- 
standing the substantial increase in all 
the reserve factors. 

The gain in net writings for the seven 
months has been fairly general through- 
out the lines. 

The surety business has increased sub- 
stantially for the period in question, 
which the company holds as a precursor 
to a return of a normal business in the 
contract and supply lines. The Massa- 
chusetts Bonding is also actively co- 
operating in the campaign to make ‘more 
widespread the knowledge of fidelity 
bonds as it believes this line to be gross- 
ly under-sold. 

The expense figure has decreased 
slightly over 1% for the first seven 
months of this year. 





HEAR A. & H. PIONEER 


F. J. Forrest Talks to Los Angeles Club; 
State Convention and Sales 
Congress Plans Made 


Frank J. Forrest, assistant secretary, 
North American Accident at Los An- 
geles, who in November will complete 
fifty years of service with that company, 
was the speaker at the August 18 lun- 
cheon meeting of the Accident & Health 
Managers’ Club of Los Angeles. He 
gave a picture of agency building in the 
early days of the business as contrasted 
a the greatly improved methods now 
used. 

Under the chairmanship of Ernest F. 
Hanson, president of the club, plans 
were made for attendance of at least ten 
members at the annual meeting of the 
California State Association of A. & H. 
Club to be held in San Francisco, Sep- 
tember 19. Also considered was the an- 
nual accident and health sales congress 
and the club set the date of October | 
tentatively for that affair. Vice-Prest- 
dent C. H. Thrift was appointed chair- 
man of the committee to arrange de- 
tails. 








SEES PREMIUM CUTS IN OREGON 


A reduction in premium rates on many 
insurance risks may be expected th's 
Fall, Hugh H. Earle, Oregon Insurance 
Commission, informed Governor Martin 
in his annual report. Earle’s department 
is now completing an examination of the 
Oregon insurance rating bureau in Port- 
land. An increase in rates on some 0 
the more hazardous risks may also 
expected. 
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in pressed eens, rer Mier set could the average competent driver to meet 
¢ be materially reduced by more extensive emergencies as they arise. 
Dlus F. & ©. Auto Accident Sur veys signalization of intersections; fifty-eight Chairman Sturm’s Comments 
: : . . urged re-routing of traffic, and segre- Chairman Sturm, observing the results 
88,000 Nation’s Leading Traffic Officials and Psychologists Give %tion. of various types. of vehicles; of this canvass of psychological opinion, 
, ; . : : and sixty-four advised installation of urged public support of measures to 
1 Re. Constructive Suggestions; Cite Public more safety islands for pedestrians. enlist adequate aid of psychologists in 
Pre. “4° Answering the question, “What form the work of reducing traffic accidents, 
Wse Hostility as Obstacle of improper driving do you consider and said: 
‘ eT P ‘ : ‘ most dangerous and most likely to cause ‘It has long been the feeling of this 
lanes Following close behind its nation-wide would require thorough cooperation by accidents?” seventy-five of the officials company,” Mr. Sturm said, “that great 
July survey of opinions of leading psycholo- the courts. said “speeding too fast for existing con- possibilities existed for improvement of 
"this gists on the possibilities of controlling “These reports have brought out facts ditions.” Others specified in the follow- the accident situation through attempted 
eased he human factor in automobile acci- which seem especially significant to the ing order; inattention, “moping,” or control of the human element. Engineer- 
rents: the re : Fidelity & Casualty,” said Ernest Sturm, carelessness; intoxication; recklessness; ing skill has built increased safety into 
than dents, the Fidelity & Casualty has just chairman of the board. “The officials disregard of rights of others, or “hog- automobiles, highways and traffic con- 
d and announced the initial findings of a sur- in direct charge of traffic regulation ap- gishness”; and reckless passing, weav- trol devices. However, no one has suc- 
, and vey conducted among more than 125 pear to be convinced that they: could ing and cutting in. Still others men- ceeded in making utterly accident-proof 
municipal and state traffic authorities. accomplish material reductions in the tioned sudden stops; jumping lights; equipment. In actual use, its safe op- 
r the These officials have answered a series automobile accident toll under proper failure to obey signs or signals; bad eration depends upon the driver. 
l toa of fifty questions concerning traffic con- conditions. With 36,000 human lives at turns; using wrong parts of streets; _“Now the opinions of these scien- 
serve trol and regulation, and the startling stake every year, the nation can ill driving while sleepy; failure to give tifically trained men make us hopeful 
with fact is revealed that more than four- afford to neglect any practical solution right-of-way, and passing on curves or that possibilities of betterment may be 
ai atthe - = pose bs oy — of the problem. hills. found along three distinct lines. Many 
as tricter traffic regulation, while public “ a. ite ‘ . _ i : keees ae iladenanad tan 
itings es. “s : These men, in close touch with their dangerous drivers may be discovered be 
‘3 es hostility is pointed to as an obstacle jocaj situations, have made a number What Pogchatagiont Study Revealed fore they cause serious accidents. Ordi- 
 con- to enforcement in at least half the com- o¢ suggestions for improvement of The results of its first survey _of mary drivers may be more effectively 
e for munities. . ors traffic control. Many of the reports Opinion among the nation’s leading regulated besides being made aware of 
writs A dozen SPipes frowns of ane anving were submitted confidentially. But psychologists, all members of the Amer- their especial weak points, and in other 
posi- — name Rey i e erage tl a * throughout the survey, the most fre- ican Psychological Association, indicated ways prepared to meet emergencies. 
olders accl ai hich ist _—e, oe quently recommended remedy was rigid to the Fidelity & Casualty that the And even the engineers who already 
spee fae he 1c taps Hg ered by ha enforcement. From many comments it terrific toll of motor vehicle accidents have contributed so much toward safety 
setts the o a" a tty — a — seemed clear also that public education may be reduced through knowledge may be assisted in further refinement 
74,000, tice wi whic 1ey must contend. would be required to allay resentment gained by research into the human of equipment in a manner which will 
 $19.. More than 80% of the officials, after on the part of the very persons whom factors involved. Among the scores of meet with the most desirable response 
$2. stating one or more of the driving vio- such enforcement eventually would pro- suggestions made for such reduction on the part of the driver. 
ws lations most likely to cause accidents, tect” were scientific tests to discover motor- “Undoubtedly a great deal of research 
tes declared they could be checked, at least Recommendations ists who are easily rattled, inadequately _ will be needed by careful, trained men, 
as at partly, by rigid enforcement. Of th h 2 ; ' trained, unable to recognize dangerous as a number of these psychologists have 
72.000) Teathe Bebdicwster BORetitns ied een t gh Pg mene who traffic situations, or otherwise accident- stated in their replies. But surely the 
divie _ Supplied iniormation tor t e latest sur- prone. Of the close to 250 opinions possible reduction of human deaths and 
with! Seventy-three per cent of the authori- vey, fifty-eight thought existing laws only five indicated that there had been injuries are sufficient to make the at- 
= of ties, however, confessed troubles in en- and ordinances in their. jurisdictions adequate research, up to this time; tempt worth while.” 
forcing traffic regulations. Many more were inadequate to cope with the prob- and only four of these doubted that 
cna than half blamed public hostility to strict lem. In sixty-six communities, the laws further information of value might be ADOPTS STANDARD PROVISIONS 
ough- enforcement; 25% attributed the diffi- were considered sufficient. Only seven- developed, although many pointed out The Oklahoma Insurance board has 
culty to lax police work; and 14% com- teen Officials indicated that they were that the work might be complex and adopted the standard provisions policy 
Yr plained of unenforceable laws. A large rigidly enough enforced, however, while difficult. form for automobile public liability and 
ation number asserted that present police 104 said they were not. ; Striking proposals were made, not property damage effective October 1. A 
nae forces were insufficient, and many On the subject of mechanical or engi- only for the elimination of the unfit uniform rate schedule became effective 
a pointed out that successful enforcement neering methods, sixty-three officials ex- driver, but.also for the preparation of September 1. 
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| On the Production “Firing Line” 





Mammoth Telegram Tells Agents of Preferred 
Accident About Novel Election Contest 


Agents of the Preferred Accident of 
New York received on September 9 a 
mammoth telegram from the home office 
which gave them preliminary announce- 
ment of a novel election contest in 


which all new policyholders obtained be- 
tween now and November 2, 1936, will 
have an opportunity to estimate on the 
results of the coming presidential elec- 
tion. As explained by Vice-President 
Percy A. Goodale in a followup letter. 
this estimate is to be on the number of 
electoral votes received by the two lead- 
ing candidates. Several prizes will then 
be given to the agents whose new policy- 
holders come closest in estimating the 
exact number of electoral votes. 

The novel idea behind this contest, 


Mr. Goodale says, is to give the agent 
an opportunity “to talk politics and 
make it pay.” Under the head of new 
business he includes accident, automo- 
bile, burglary and plate glass insurance 
lines, except in Massachusetts where 
automobile is not included. Each new 
policyholder obtained by the agent in 
the contest period is entitled to one esti- 
mate which will be credited to the agent. 
In the event of a tie the first estimate 
received shall have preference, and in 
case of any question as to distribution 
of the prizes the home office decision 
shall be final. Company ballots are sup- 
plied to the agents. 

Vice-President Goodale, creator of 
this timely contest, is prolific with ideas 
to make sclling easier for the agent. 
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Earlier this year his “After Dinner En- 
tertainment” booklet was distributed by 
Preferred agents into thousands of 
homes and requests for it have been re- 
ceived from all over the United States 
and even from foreign lands. Mr. Good- 
ale, now in his thirty-second year with 
the company, has three sons in Boston 
all of whom are connected with the 
Preferred’s branch office in that city. 





FACE INDICTMENTS 
Nearly 600 employers in New Jersey 
are facing indictments on charges of 
failure to carry workmen’s compensation 
insurance in accordance with the state 
law. 
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For Court, Probate and other Fiduciary 
Bonds use a Company offering: 


@ A trained organization of specialists in 
such bonds. 


Ce The benefits of fifty-two years experi- 
ence in the field. 
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the United States, Canada and Mexico. 
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Home Offices: 100 Broadway, New York 
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Fidelity Bond Drive in 
New York Starts Off Sept. 30 


Martin W. Lewis, general chairman, 
New York City Fidelity Bond Produc- 
tion Committee, reports that twenty-nine 
companies writing this line are to par- 
ticipate in an intensive educational cam- 
paign among insurance brokers to in- 
crease its sale. The movement, which 
is attracting favorable attention both 
here and around the country, gets under 
way Wednesday, Sept. 30, at the first of 
four brokers’ conferences to be held in 
the Great Hall of the New York Cham- 
ber of Commerce. To stimiulate the 
interest a prize of $100 is to be awarded 
for the best essay written by a broker 
or broker’s employe on the subject “Hon- 
esty Insurance.” Likewise a prize of 
$50 will be awarded for the best essay 
on this subject, written by an employe 
of a branch office or general agency of a 
participating company. The final lecture 
is on Nov. 19. 

A committee of five consisting of pres- 
idents of the leading brokers’ associa- 
tions of Greater New York will be the 
essay judges. A poster, stickers and lit- 
erature are now ready for distribution 
and display in the campaign. 


W. H. OSBORN TO RICHMOND 


Selected by Aetna Affiliated Co.’s for 
Managerial Post There; Formerly 
Wheeling, W. Va., Manager 

William H. Osborn, manager of the 
Wheeling, W. Va., office of the Aetna 
Life & Affiliated Companies for the past 
five years with supervision over West 
Virginia and a portion of Ohio, has been 
transferred to Richmond as branch of- 
fice manager there, succeeding Frederick 
W. Clintsman who died recently after 
nearly twenty years at that post as 
manager. 

Mr. Osborn entered upon his new du- 
ties September 1. He was superintend- 
ent of fidelity and surety lines at the 
Wheeling office for several years before 
becoming manager there. Originally 
from Ohio he is a graduate of Ohio 
State University. 


“UNFORSEEN EVENTS” CARTOON 
The Maryland Casualty has aroused 
widespread interest among its field force 
by offering prizes to agents and em- 
ployes finding the largest number of 
possible claims under casualty lines from 
situations pictured in a double page car- 
toon published in “The Marylander” 
which is captioned “Protect Yourself 
Against Unforseen Events... .” 

To win a prize the agent or employe 
must be familiar with the technical 
points of coverage in nearly all casualty 
insurance lines. 


YONKERS APPOINTMENT 

The well known Arbuckle, Bechet, Hoy 
& Preston, Inc. agency of Yonkers, N. 
Y., has been appointed general agents by 
the Indemnity Insurance Co. of North 
America for that city. This agency is 
headed by William T. Preston, who cel- 
ebrated his thirtieth anniversary in the 
insurance field last May. 


FREE ACCIDENT INSURANCE 

Free accident insurance is being of- 
fered to new readers of the Philadelphia 
Inquirer, now under new ownership, in 
its circulation drive to recover leadership 
in Philadelphia’s morning field. The 
policy, issued by the Federal Life of 
Chicago, is known as the Eureka travel 
and pedestrian accident policy. 
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To Receive Report On 
Foreign Claims Study 


AT INTERNAT’L CLAIM MEETING 





Association’s Annual Convention Set for 
Sept. 14-16 in Quebec; About 250 
Expected to Attend 





One of the features of the Interna- 
tional Claim Association annual meeting 
September 14-16 at the Seigniory Club, 
Quebec, Canada, will be the report of a 
special committee on foreign claims in- 
vestigation facilities. During the 1935 
meeting of the association this subject 
was discussed at length, and although it 
was readily conceded that claims inves- 
tization by the several agencies and bu- 
reaus specializing in this service to in- 
surance companies had been much im- 
proved in the United States and Canada 
in recent years, many claims executives 
were extremely critical of the difficulty, 
if not actual inability, to secure ade- 
quate claims reports from foreign coun- 
tries. It was the prevailing opinion that 
the association should take an active in- 
terest in this subject so that eventually 
foreign claim reports would approach 
the high standard of those made closer 
to home. 

Accordingly a special committee com- 
posed of W. Wallace Rehn, manager 
claim department, Provident Mutual 
Life, and Lewis O. Kinne, assistant sec- 
retary, Aetna Life, was appointed to 
make a study of facilities available in 
foreign countries for conducting claims 
investigations. 

Questionnaires have been sent by the 
committee to all member companies, re- 
questing detailed information concern- 
ing their experiences in the investiga- 
tion of claims in foreign countries. Since 
the association is composed of practi- 
cally all life, health and accident insur- 
ance companies in the United States and 
Canada, it is felt that the combined in- 
formation collected will be most com- 
plete and of much value to all claims 
executives, particularly those whose 
companies are confronted infrequently 
with the investigation of a claim outside 
the United States or Canada. 

Lineup of Speakers 

The formal program of the convention, 
as previously announced, includes these 
speakers: Louis H. Pink, Superintendent 
of Insurance of New York State; Har- 
old R. Gordon, executive secretary, 
Health & Accident Underwriters Con- 
ference; a round table discussion on 
“Difficulties Involved in Claims and 
Claim Practices,” led by A. C. Fank- 
hauser, Continental Casualty; Dr. Cecil 
C: Birchard, medical director, Sun Life 
of Canada; R. W. Shackleford, Tampa, 
Fla, attorney, and Herbert Adam, as- 
sistant vice-president and supervisor of 
clams, Penn Mutual Life. Program 
chairman is Harlan S. Don Carlos, Trav- 
elers, a past president of the association, 
and other committee chairmen include 
Harvey Shomo, American Casualty, aud- 
iting; R. D. Taylor, Sun Life, entertain- 
ment; Dr. W. B. Smith, Connecticut 
Mutual Life, medical; C. E. Anstett, 
New York Life, press; T. W. Hislop, 
Great Northern Life, hotel and accom- 
modations; Herbert Adam, Penn Mu- 
tual, legal; and Harry Bayer, Metro- 
politan Life, membership and credential. 

As a result of a membership drive the 
association now has ardund 175 member 
companies and some 250 delegates frorn 
these companies are expected to attend 
the Seigniory Club gathering. 


TO DISSOLVE MUTUAL 

Ernest Palmer, director of the Illinois 
department of insurance, has filed a suit 
in the St. Clair County Circuit Court in 
Belleville, Ill., seeking the dissolution of 
the Superior Mutual Indemnity of East 
St. Louis. The action was of a friendly 
nature as the concern, chartered a year 
ago, had not transacted business since 
receiving its charter. A statement at- 
tached to the petition filed in court 
showed that the directors of the com- 
Pany agreed to the dissolution. 





E. PRESCOTT ROWE DEAD 


Gave Business Lifetime to Massachu- 
setts Casualty of Which He Was 


Founder, President and Treasurer 





E. Prescott Rowe, founder, president 
and treasurer of the Massachusetts Cas- 
ualty of Boston, passed away recently 
at age 57, after a business lifetime 
spent in the service of the company. 
Funeral services were held September 4 
at his Brookline, Mass. home. He is 
survived by his wife, a son and a mar- 


ried daughter. 
A Harvard graduate, Class of 1904, Mr. 


Rowe spent several years in general 
business before joining the Massachu- 
setts Casualty as its treasurer. As its 


chief executive for many years he has 
given supervision to the financial and 
executive work and shared responsibility 
for underwriting with Melville F. Heath, 
secretary. The Massachusetts Casualty 
is a specialist in accident and health 
writings and does business in D. of C., 
Maryland, Massachusetts, Ohio and 
Pennsylvania. 


NEW A. & H. COMPANY 


A new accident insurance company 
called the Subscribers Accident Insur- 
ance Co., has been formed in Columbus, 
Ohio. It will write five types of policies 
providing protection against accidents 
and loss of time, and will be represented 
by approximately 100 agents in the 
state. President of the company is Dr. 
William P. Smith, chief surgeon at 
White Cross Hospital, vice-president and 
general manager, Alvin R. Evans, for 
six years Ohio representative of Bauer 
& Black; secretary-treasurer, Guy R. 
Martin, an attorney. 








“Wirarr+r stumps me,” admitted the Treasurer, 
scratching his head, “is what R. B. did with all the 
money he embezzled. He seemed a young man of ex- 
cellent habits—I never knew him to gamble or drink. 
He was soon to be married and in line for promotion. 


I can’t make it out.” 


“I’m not thinking about R. B.,” returned the Presi- 
dent, “so much as I am about that other young man 
who argued with us about under-insurance and showed 





—but for one man’s persistence 


us how it might play the deuce with our profits. But for 
that one man’s persistence, we'd finish this year in the 
red, instead of having R. B.’s shortage paid in full by 


our Fidelity Bond.” 


The “one man” of this story was a U.S. F. & G. 


representative—again demonstrating the fact that the 


agent or broker who persists in selling his clients 
needed protection is acclaimed for his persistence 


when a loss occurs. 


Consult your Agent or Broker as you would your Doctor or Lawyer 


3 
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C. L. T. Sets Up Safe Drivers’ League 


Initial Members Will Be 49 Honor Drivers Who Attended 
3-Day New York Gathering; New Impetus 
Given to Local Movements 


Unanimous in the decision that bad 
“motor manners” are the major cause of 
highway mishaps, the representative safe 
drivers of the forty-eight states and the 
District of Columbia including four in- 
surance men who conducted a three-day 
session in New York last week are now 
back home ready to launch local move- 
ments to improve the habits of the na- 
tion’s motoring millions before advocat- 
ing new experiments with safety equip- 
ment and legislation. 

While it was generally anticipated that 
the honor drivers would offer some new 
panacea for solving the highway safety 
problem, as a result of their being sin- 
gled out in a national contest sponsored 
by the C. I. T. Safety Foundation, with 
the cooperation of the American Auto- 
mobile Association, they voted to con- 
tinue laying stress on the human element. 

Human Element Approach 

This approach will be made in two 
ways: first, the setting up of the C. I. T. 
Safe Drivers’ L eague to function through 
cooperation with existing safety groups, 
with all eligible applicants in the safe 
driver contest as initial members, and, 
second, perpetuation of the selection of 
representative safe drivers as an annual 
event. Both of these safety moves will 
be tg * out under the auspices of the 
C. I. T. Safety Foundation. However, 
final details for the annual contest will 
provide for recognizing safe driving in 
the future, rather than past records, as 
was the case in the present contest. 

Preliminary to suggesting this two-way 
approach to stimulation of a safety-mind- 
ed attitude on the part of the motorists 
generally, the delegates to the first na- 
tional safe driver conference correlated 
their experiences in driving over a long 
period of years in which they have driven 
an aggregate of twenty-five million miles. 
Out of these experiences came the fol- 
lowing conclusions: 

Conclusions 

That the modern cars are mechanically 
safe and embody the continuing progress 
of motor engineers; that the roads of the 


country are being made safer as rapidly 
as finances permit; that drastic laws now 
on the statute books are essential to the 
control of the irresponsible minority of 
motorists, and that any sound safety pro- 
gram must have as its basis the support 
of the great body of car owners who can 
be made safety-minded. 


With reference to the national contest 
just closed and the plans for the future 
based on the recommendations of the 
representative safe drivers, John W. 
Darr, vice-president of Commercial In- 
vestment Trust and director of the C. I. 
T. Safety Foundation, issued the follow- 
ing statement: 

“In sponsoring the initial contest to 
select a representative safe driver from 
each of the forty-eight states and the 
District of Columbia, the C. I. T. Safety 
Foundation was desirous of augmenting 
existing safety programs by encouraging 
motorists to cooperate. Thus it secured 
the cooperation of the American Auto- 
mobile Association as the outstanding 
organization of car owners. As a result 
it now seems certain that those who 
drive have, perhaps for the first time in 
the motor era, seen the part they can 
play in national safety. 

“In fact, the outpouring of public in- 
terest has been such that the founda- 
tion, carrying out the suggestions of the 
representative safe drivers, will continue 
its driver safety activities on a larger 
scale than was originally anticipated. As 
a result it is hoped to achieve fully the 
objectives of the first national safe driver 
conference, namely, to utilize the experi- 
ence of proved safe drivers in promoting 
safe driving generally.” 

The representative safe drivers of each 
of the forty-eight states and the District 
of Columbia who participated in the first 
national conference are as follows: 

Alabama, Gaither P. Dick; Arizona, Ray 
Busey; Arkansas, T. H. Alford; California, Nell 
A. Leavitt; Colorado, J. P. Daugherty; Connec- 
ticut, Edson A, Perkins; Delaware, Enoch S. 
Richards; D. C., John H. Hunter; Florida, 
W. J. Cozens, Jr.; Georgia, Emmett M. Wil- 
liams; Idaho, A. L. Lyons, Jr.; Illinois, John 
H. Graham; Indiana, Oakley H. Hershman; 
Iowa, James W. Middleton; Kansas, Louis M. 
Kentucky, J. F. White; Louisiana, 

Dodd; Maine, George E. Vose; 


Tomlinson ; 


Richard W. 


Karl von Romerheim 
JOHN W. DARR 


C. I. T. Vice-President Who Is Genius 
Behind Safety Foundation 


A. Cook; Massachusetts, 
George J. Martin; Michigan, Mae R. Fisher; 
Minnesota, Severin E. Solberg; Mississippi, 
Joseph Y. Scoggin; Missouri, Edward Gocke. 
Montana, Orrin C. Lamport; Nebraska, Lynn 
D. Miller; Nevada, Winfield H. Miller; New 
Hampshire, Robert W. Brown; New Jersey, 
Charles C. Singer; New Mexico, Henry C. 
Heflin; New York, Edward F. Macaulay; North 
Carolina, James H. Dillard; North Dakota, John 
B. James; Ohio, Floyd C. Blakeman; Oklahoma, 
Harold L. Griffith; Oregon, Robert S. Kreason; 
Pennsylvania, Howard C. Hutchinson; Rhode 
Island, Peleg B. Briggs; South Carolina, Henry 
G. Carson; South Dakota, Walter D. Brown; 
Tennessee, Robert J. Love; Texas, Art Wilke; 
Utah, John A. Burt; Vermont, William P. 
Smith; Virginia, Guy F. Walton; Washington, 
Ruth Ziemer; West Virginia, Ray Evans; Wis- 
consin, Guy J. Ehart; Wyoming, Al Kay. 


Maryland, Claude 





HAY FEVER NO ALIBI 

Hay fever is no alibi for fast driving, 
a Milwaukee judge ruled the other day. 
A motorist was brought into court on a 
speeding charge. His explanation was— 
that he had hay fever, and every time 
he sneezed his foot went down on the 
accelerator. 

The judge ruled that while the excuse 
was a most novel one, he would have to 
fine the sneezing driver $10. 





Aetna C. & S. Safety Tests 
Aid 1,250,000 Drivers 


It is estimated that more than a mil. 
lion and a quarter drivers and prospec. 
tive drivers have been aided in locating 
their driving deficiencies, through the 
Aetna highway safety demonstrations 
which are being sponsored by the Aetna 
Casualty & Surety as a contribution to 
the reduction of street and highway ac. 
cidents. 

Since the first public showing in Phila- 
delphia last Spring the Aetna demon- 
strations have been used in a wide ya- 
riety of activities including (1) to focus 
public attention on safety weeks in 
Scranton, Reading York, Pa., and Rich- 
mond, Va. (2) Part of safety course in 
Pennsylvania State College this summer. 
(3) Displayed at New York Museum of 
Science and Industry; Texas Centennial 
Exposition ; Pittsburgh Jubilee, Illinois 
State Fair at Springfield; Great Lakes 
Exposition at Cleveland, Progress Expo- 


sitions at Albany, Rochester, Hartford, 
Bridgeport and Wheeling. The tests 
were largely created by Dr. H. R. De- 


Silva, Harvard University, and the dem- 
onstrations themselves are directed by 
Stanley F. Withe, public relations di- 
rector of the Aetna. 





TAKE THREE APPEALS 





Creditor and Stockholders’ Groups Op- 

pose National Surety Stock Sale to 

. I. T.; To Argue Case in Oct. 

Three appeals are being taken to the 
Court of Appeals of New York State on 
decision of the Appellate Division award- 
ing the 100% stock control of the Na- 
tional Surety Corp. to the Commercial 
Investment Trust. These appeals made 
by creditor and stockholder groups as 
follows will not be argued, however, 
until early October after the state’s 
highest court reopens. Groups appeal- 
ing: National Bondholders Corp., Ralph 
Wolf of counsel; Protective Committee 
for Unsecured Creditors of National 
Surety Co., J. S. Montgomery of coun- 
sel; Independent Committee for National 
Surety Co. stockholders, Maxwell Brand- 
wen of counsel. 


A. & H. FIELD DAY 
The Chicago Accident & Health Asso- 
ciation is planning for its annual field 
day to be held Tuesday, September 29. 
Chairman of the committee in charge is 
Fred W. McIntosh, Monarch Life of 
Springfield. 














Insurance Men Who Attended C. I. T. Safe Drivers Conference | 








Karl von Romerheim 
CLAUDE A. COOK 
Maryland’s Safe Driver 
who is with the Equitable Society 


GAITHER P. DICK 


Birmingham, Ala., who represents the 
Hartford A. & I. as Special Agent 


Karl von Romerheim 


RAY EVANS 
Bluefield, West Va., Insurance Agent 


Karl von Romerheim 


WALTER D. BROWN 
Mobridge, S. Dak., Insurance Agent 
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OF INTEREST TO YOU? 


@ Fifty years ago, the world’s pioneer in liability insurance, The Employers’ 
Liability Assurance Corporation, Limited, wrote the first liability policy 
ever written in the United States. We have reproduced, as an interesting 
historical document for insurance men, that first liability policy which 


naturally differs considerably from those contracts you sell today. 


It is our wish that every insurance agent and broker, every employee con- 
nected with any insurance office, who feels that he or she would be interested 
in owning a copy of this facsimile of the first liability policy written in the 
United States, should receive a copy. Hundreds have already written in, 


requesting a copy. Dozens have asked for additional copies. 


Perhaps you would find it more interesting than you at present believe. To get 
your copy please write to the following address or if you prefer. telephone 


or write to the nearest Branch Office and they will take care of your request. 


May we remind you that the world’s pioneer in liability insurance, The 
Employers’ Liability Assurance Corporation, Ltd., is one of The Employers’ 
Group companies. The others in the group are The Employers’ Fire Insurance 
Company and the American Employers’ Insurance Company and together 
these three write practically every kind of insurance except life, including 
fidelity and surety bonds. If you are interested in establishing an agency 
connection, write to the same address, attention of the Agency and Produc- 


tion Department. 


THE EMPLOYERS’ GROUP 


110 MILK STREET, BOSTON 
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STATEMENT—JUNE 30, 1936 * 

Cash in Banks and Trust Companies ...... . $ 13,991,862.08 — 

United States Government Bonds ........ 2,818,958.99 the W 

All Other Bonds and Stocks. . . . 1... 2s 97,354,211.19 pa 

Premiums uncollected, less than 90 days due . . . . 6,97 | 644.75 One ¢ 

I ee cd Slate 231,676.00 poe 

Pee ee ae ee ee ee 773,202.00 venture 

weekly 

$122,141,555.01 to 

LIABILITIES ee 

Capital Stock a ed we me ee a SP 2 ee ae $ 14,500,000.00f was cre 

Reserve for Unearned Premiums . ........ 39,207 ,558.00 where is 

OO 4,437,757.00 "Sead 

Reserve for Unpaid Reinsurance ......... 796,364.77 Harold 

Reserve for Taxes and Accounts ......... 1 ,500,000.00 — 

Commupriida tees 2,000,000.00t =e 

Pee soe OTS le! 6 59,699,875.24t wakes 3 

ing Co. 

$122,141,555.01 oe revi 

enamel _ An in 

SURPLUS AS REGARDS POLICYHOLDERS $76,199,875.24} odvertis 

ann Mes, In 

NOTE: On the basis of June 30, 1936 market quotations for all gm 
Bonds and Stocks owned the total admitted Assets would be in- 

creased to $128,224,799.33, the Net Surplus to $65,783,119.56, ia 

and the Surplus as regards Policyholders to $82,283,119.56. - me 

Securities carried at $2,620,655.00 and cash $50,000.00 in the they ar 


above statement are deposited as required by law. 
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